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THE SPECTATOR 


CASUALTY, SURETY AND MISCELLANEOUS 








NO CONSOLIDATION 





Union Indemnity and Northwestern 
Casualty and Surety to Remain 
Independent 





WISCONSIN COMMISSIONER’S 
STATEMENT 





Says Re-examination of Northwestern, as 
of April 30, Is a Probability 

Mapison, Wis., May 4.—W. Irving Moss, 
president of the Union Indemnity Company, 
New Orleans, has stated that there will be no 
merger of the Union Indemnity and the North- 
western Casualty and Surety Company, Mil- 
waukee, and that each organization will oper- 
ate independently. Mr. Moss’ company secured 
control of the Northwestern recently, it will 
be recalled, and there was talk of a consolida- 
tion. Consolidation was said to have been 
halted by Insurance Commissioner W. Stanley 
Smith of Wisconsin who, because of confusion 
in the Wisconsin law dealing with consolida- 
tions, has retained M. B. Olbrich to advise the 
department. Since Commissioner Smith has 
raised no objection, the Union Indemnity has 
applied to the Wisconsin Securities Division 
for power to sell or exchange its stock to the 
Northwestern. 

In a statement made last Friday, Commis- 
sioner Smith said: 


The recent developments have been that the 
Union Indemnity Company is applying to our 
securities division for a permit to sell its stock 
in this State so as to comply with the Blue 
Sky Law. 

This department will insist that a special 
stockholders’ meeting should be called, so that 
the comparative value of the stocks of both 
companies is made clear to the Northwestern 
stockholders. It will also be pointed out to the 
stockholders at this special meeting that a re- 
organization or a merger is not necessary to 
keep the Northwestern operating as a casualty 
company. If the surplus is becoming low at 
this time and possibly there might be a slight 
Impairment of the capital, there would be 
nothing to prevent the Northwestern  stock- 
holders from reducing their capital to $500,000. 

The department is satisfied that the surplus 
as regards policyholders of the Northwestern 
Is sufficient to permit it to be licensed to do 
business in this State, and nothing has been 
done as to the cancellation of its license. 

Before the proposed special stockholders’ 
meeting is held, it has been recommended that 
the Northwestern be re-examined as of April 
30 by a representative of this department, an 
examiner appointed by the Union Indemnity 
Company, and by Dr. Wm. A. Fricke, former 
Commissioner of Insurance, who is to repre- 
sent the stockholders.” 


Cuicaco, Inn., May 5.—The taking over of 
the Northwestern Casualty and Surety by the 


Union Indemnity at the present writing is 
apparently in doubt as a special meeting of 
stockholders of the Northwestern has been 
called by the company upon demand of the 
Wisconsin insurance department to sanction the 
deal whereby the Union acquired the North- 
The special meeting will take place 
within the next two weeks. Some of the 
shareholders may oppose the merger. This is 
predicated, advices state, on the belief that in 
acquiring control of the new company the in- 
terests of the Northwestern shareholders were 
not best conserved but that the price paid per 
share was far less than the actual book value 
of the stock. An examination of the company’s 
books is now being made for stockholders. 


western. 





ENFORCES ACQUISITION COST RULES 


James A. Beha, New York Superintendent, 
Makes Conference Plan Effective 


James A. Beha, Superintendent of Insurance 
for New York and the active supporter of 
harmony with regard to the acquisition cost 
rules as laid down by the casualty companies’ 
Conference on Acquistion and Field Super- 
vision Cost, has hit upon a method of enforc- 
ing the Conference plan. Under existing regu- 
lations, companies from States other than New 
York are allowed to transact casualty busi- 
ness in New York according to certificates of 
authority which expire yearly on April 30. 

Taking full advantage of this stipulation, 
Superintendent Beha announced that outside 
companies would not receive the required cer- 
tificates of authority unless they subscribed to 
the Conference plan of operation for the ac- 
quisition cost rules. As a result of this, it is 
said that only one company outside of New 
York, and desiring to do a casualty business 
in that State, has failed to comply with the 
Superintendent’s request. In addition, of more 
than forty stock casualty companies licensed 
in New York, only five companies domiciled 
in the State have neglected, so far, to pledge 
adherence to the acquisition cost plan. It is 
expected that these few companies will shortly 
join the others in confirming the Conference 
agreement. 

This situation forecasts the amicable settle- 
ment of a problem that has vexed the casualty 
companies for a long time and the culmination 
of which dates back to the formation of the 
Conference on Acquisition and Field Super- 
vision .Cost by Francis R. Stoddard, Jr., former 
Superintendent of Insurance for New York 
Mr. Beha, now Superintendent, has seen the 
head of the loose nail sticking in the plank of 
acquisition cost enforcement, and has driven 
it home with the hammer of logic. 
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SUIT FILED 





Sherman & Ellis Proceed Against 
Indiana Mutual Casualty 
Company 





DEFENDANTS CHARGE MISMANAGE- 
MENT 





Alleged Breach of Contract for Supervis- 
ing Services Is Basis of Action 
INDIANAPOLIS, IND., May 4.—Suit, asking 
judgment of $500,000 for alleged breach of 
contract, accounting, appointment of a re- 
ceiver, an order impressing $50,000 assets, and 
an order compelling fulfillment of a contract 
for underwriting and promoting the Indiana 
Mutual Casualty Company of Indianapolis, was 
filed in Federal court by Sherman & Ellis, 
Inc., of Chicago, against fire Indiana Mutual 
Casualty Compary and eleven officers of that 

company. 

The complaint alleged that the defendant 
company and officers had sought to declare a 
contract null and void which provided for the 
underwriting and promotion of the business 
of the Indiana Mutual Casualty Company. 

The plaintiff alleged that the defendant com- 
pany and its officers had agreed to pay 10 per 
cent of its earned premiums from January 26, 
1922, to the plaintiff for services in supervising 
all policies written, risks taken and under- 
writing all contracts handled by the company 
in its insurance business. 

Mr. Heiskell, who is vice-president and 
secretary of the Nordyke & Marmon Com- 
pany, said last night he had been a director 
of the Indiana Mutual Casualty Company, but 
had resigned last fall following the action of 
the board of directors of the insurance com- 
pany in declaring the Sherman & Ellis con- 
tract null and void. Mr. Heiskell said he had 
not seen the complaint, but said the Chicago 
company had mismanaged the affairs of the 
Indiana Mutual Casualty Company and _ that 
the directors were justified in their action in 
voiding the contract. 


Federal Life’s Experience With “Tribune” 
Policies 

Cnicaco, Ity., May 4.—During a forty-six- 
day experience with the accident policies it is 
issuing in connection with the Chicago Tribune 
newspaper, the Federal Life Insurance Com- 
pany of this city has had claims totaling $12.- 
629. This includes one death claim for the 
maximum sum of $7500. In the forty-six days 
the Federal Life has received 400,000 applica- 
tions. These mean $400,000 in cash to the com- 
pany. : 
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enn nET 
AUTOMOBILE FATALITIES 


Statistics Released by National 
Bureau of Casualty and Surety 
Underwriters 








19,000 KILLED IN 1924 


Over 450,000 Injured in Motor Car Acci- 
dents Last Year—1688 Die at Grade 
Crossings 
A trail of 19,c00 dead and more than 450,000 
injured lay in the wake of automobiles as they 
sped over the highways of the nation in 1924. 
Of the dead 5700 were children. In the World 
wounded in the 
As the 


sun went down each day, the statisticians’ re- 


War the total of dead and 


American Army overseas was 275,048. 


corded for automobile accidents the daily aver- 
age of 52 killed and 1180 injured. 
accidents at 


These fig- 
ures include automobile grade 
crossings which resulted in death to 1688 per- 
sons and injury to 5650. 

The dead and injured, if brought together, 
would make an assemblage about equal to the 


population of Washington, D. C., capital of the 


one-third of the total population of the United 
States. | While figures are shocking, 
there is some comfort in the fact that the rate 
of increase in the frequency of accidents was 
less last year than it was in the previous year. 

In 1923 automobile (including 
grade crossing accidents) caused 18,211 deaths, 


these 


accidents 
while in 1922 the corresponding figure was 
15,015, an indicated increase for 1923 of ap- 
proximately 20 per cent. The corresponding 
increase for 1924 over 1923 was only 4 per 
cent. The reduction of the rate of increase 
is much more striking and significant when it 
is related to the number of automobiles in use, 
there having been 2,000,000 more automobiles 
in operation during 1924 than during 1923. 

“This reduction in accident frequency was 
declared Jesse S. Phillips, 
eeneral National Bureau of 
Casualty and Surety Underwriters: “it is the 
result of an organized effort of many interests 
The stock casualty 


not due to chance,” 


manager of the 


to prevent auto accidents. 


insurance companies have been extremely 


prominent in this movement.” 
The accompanying charts depict in graphic 
form the trend in automobile accident fatali- 







































Natio. or Newark, N. 1. or Cinckwmati.ce the Figure I shows the number of deaths 
combined population of Albany, N. Y., Nor- 
folk, Va., and San Antonio, Texas. ee ee ee ees 
: u is P 2 ——+ —+————++ “All Other Vebicles* inclu 
These statistics on motor vehicle mishaps 20 L heacdenivekicion aan 
‘ yo Bicylee and sotorcycles. 
were made public Monday by the National 0 waaay 
i : g 
Bureau of Casualty and Surety Underwriters an 
f ‘ ‘ Zz. 
through its automobile department. The esti- cier 
. a 3 
mate for the country is based upon accident g ° 
data collected for the National Safety Coun- a 
cil from the health officers of 165 cities, hav- = 
~ ¢ 4 
ing a total population of 33,000,000, or about 
| | | 
1908 1910 G12 1914 1916 1918 920 9 924 
PREPARED BY THE AUTOMDBILE DEFARTIEN 
EATIOBAL BUREAG OF CASUALTY & sca slcedliae ee 
37,000 AUTUMOPILE DEATH RATE IW TRE U.S, 
16,000 nate 10,000 AgTONOB TLES REGISTERED 
— 1 15,000 3) 
OWT Ib NUMBER OF — i 14,000 [ 
018 
MPmSILE aTALITIOS a H H 3,000 ” 
UBITED STATES 12,000 191e | 
I I | 11,000 | 
? i | i 10,000 1917 
ids 9,000 1918 
iil H 8,000 
iit 7,000 “s 
a | 6,000 1920 
a | 5,000 
Pidid 4,000 a 
ee ee s,00 eee 
itt a 
Hidde 1,000 " 
iiidds ° 1924 
18 1910 20 19: wee 














VICURE L 











FIGURE 111 











INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘sAll Kinds of Insurance 
on Automobiles’”’ 
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by years from 1908 to 1924 inclusive. It should 
be noted that the number of deaths indicated on 
the chart exclude deaths resulting from grade 
crossing accidents which, according to the 
method of tabulation used by the United States 
Bureau of the Census, are ascribed to rail- 
road trains rather than to automobiles. The 
following figures prepared by the Interstate 
Commerce Commission show the number of 
deaths and injuries arising from automobile 
accidents at grade crossings for the last four 
years, and these should properly be considered 
in conjunction with the figures indicated by the 
chart: 


AUTOMOBILE ACCIDENTS AT GRADE CROSSINGS 


Year Killed Injured 
ROMEO Sos aGax donner 1,262 4,025 
BGUtiwadcurandeaduaneser 1,359 4.493 
SOG S wees cctcunes weaaets 1,759 5,416 
See Rceridensreucnteneee 1,688 5,650 


Figures II gives a comparison between the 
death rates over the same period (1908-24) for 
automobiles and all other vehicles. Obviously 
the relation between the two rates as it stood 
in 1908 has changed gradually until it prom- 
ises shortly to exactly reverse itself. The 
automobile is now causing more deaths than 
all other vehicles, including trains and street 
cars combined. 

Figure III shows the trend in the death rate 
based on the number of automobiles regis- 
tered. The number of persons killed annually 
per 10,000 automobiles registered has decreased 
steadily, the rate for 1924 being less than half 
that for 1915. 


Massachusetts Passes Compulsory Auto 
Bill 

Boston, Mass., May 4.—Just before pro- 

roguement the Massachusetts Legislature 


passed a bill calling for compulsory automobile 
insurance to cover personal liability for in- 
juries caused by accident. There are no prop- 
erty damage qualifications in the bill. 

This measure will go into effect in 1927, un- 
less by referendum the people declare against 
it. If it goes to a referendum it will be effec- 
tive as of January 1, 1928. 

As an alternative a car owner may offer a 
motor vehicle liability bond or deposit $5000 
with the department. 


Globe Indemnity’s “Revue” 

The employees of the Giobe Indemnity Com- 
pany, Newark, are staging a “Maytime 
Revue” at Krueger’s auditorium in that city 
Friday night. Norman T. Robertson is chair- 
man of the arrangements committee and there 
is a possibility that the affair will be radioed. 


New York Indemnity’s Burglary Branch 

The New York Indemnity Company has 
opened a branch office at 89 Maiden lane, New 
York city, to handle its burglary insurance in 
that territory. 


Greene & Goetschius Get Union Indemnity 

Greene & Goetschius, well-known casualty 
and automobile agents of New York city, have 
just been appointed general agents for the 
Union Indemnity Company of New Orleans. 
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Prominent Agents and Brokers 
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LEON IRWIN & CO., Inc., New Orleans, La. 


roto eluate 


American Eagle Auto- National Union ew Amsterdam 
mobile Hartford § National Hartford rake Co. 
merican Equitable U. 8. Fire 
-Phenix Stuyvesant 
Co. mobile Insurance 


BROKERS’ LINES SOLICITED 





JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 
Associate Actuary 
ATLANTA, GA. 


Suite 407 
Southeastern Bldg. 

















COME SOUTH WITH COTTING 
WONDERFUL CLIMATE 


Most prosperous industrial district In the 
world 
Ed. L. Cotting, General Agent 
PAN-AMERICAN LIFE INSURANCE CO, 
Ist National Bank Bidg., Birmingham Ala. 
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F. M. SPEAKMAN, C.P, A, 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 























A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 








THE BOURSE PHILADELPHIA 
— 
ABB LANDIS 


_Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D.C. _ NASHVILLE, TEN 
10 Jackson Place, N.W. Independent Life "bulbs 
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Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


& BROAD STREET NEW YORK 





FREDERIC S. WITHINGTON 


P.A.T. A. 


CONSULTING ACTUARY 


Midland Life Building 
Armour Bivi. & Main St., Kansas City, Mo. 





SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bidg. ATLANTA, GA, 





























MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 





Conservation Specialists 





The Otis Hann Company, Inc: 
“Life Insurance Service’’ 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 





L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 























Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 
Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 


for Pension Plans: Office Systems and 
Reorganization. 


75 Fulton Street New York 





JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN'S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 











I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 
and STATISTICIAN 


Workmen’s Compensation 1600 Bankers’ Trust Bidg 
pay oe nee Saas Philadelphis 























DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. Tolephone State 7298 
CHICAGO 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 


Statisticians 























FRANK J. AAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bidg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 








T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bidg.. OKLAHOMA CITY, OKLA. 








Underwriters 


Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can: 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 
sirable. 

Phone: JOHN 1090 


50 John St. New York City 
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Miscellaneous Insurance 








Clifford Conly Is New Coast Manager for 
Great American and Phoenix Groups 
Clifford Conly has been chosen as Pacific 

Coast manager for the Great American, the 

Phoenix of Hartford, the American Alliance, 

the Massachusetts Fire and Marine, the North 

Carolina Home and the Equitable Fire and 

Marine. The announcement of Mr. Conly’s 

appointment to succeed the late George H. 

Tyson was made by C. G. Smith, president of 

the Great American, and Edward Milligan, 

president of the Phoenix, who both arrived in 

San Francisco last week to conclude the 

arrangements necessitated by the demise of Mr. 

Tyson several weeks ago. Coincident with the 

selection of Mr. Conly were those of Harry 

Benner, J. C. Wickler and I. S. Watson as 

assistant managers of the two fleets. 

The selection of Mr. Conly is a logical one 
as he is a native of San Francisco and has 
been connected in various capacities with the 
Tyson agency since 1905. At that time he was 
appointed head of the country department for 
the agency and in 1914 was made superintend- 
ent of agents. He continued in that capacity 
until July, 1920, when in recognition of his 
remarkable work he was chosen to act as joint 
assistant general agent, which office he held 
until his present promotion. 

The three above-named assistant managers 
are all well deserving of their advancements 
as they have completed excellent work in the 
past. 





Harry A. Grant to Be Automobile Manager 
for National Liberty 

Harry A. Grant, who has served the Con- 
tinental Insurance Company, New York, as 
automobile special agent and manager of its 
automobile department, and who for several 
months past has been manager of the automo- 
bile department of all of the America Fore 
companies, has resigned to accept a similar 
position with the National 
June 1. 

The acquisition of Mr. Grant will add mate- 
tial strength to the National Liberty’s auto- 
mobile department, as J. L. Erhardt, who has 
held the position of superintendent for several 
years, will continue his duties as heretofore. 
Both men have experience and marked ability 
in automobile underwriting. 


Liberty, as of 





National Board Elects Honorary Members 


At a meeting late last week the executive 
committee of the National Board of Fire Un- 
derwriters elected-as honorary members of the 
committee, for length and value of services 
rendered the following: J. Montgomery Hare, 
former United States manager of the Norwich 
Union Fire: E. C. Irvin, former president and 
now chairman of the board of the Fire Asso- 
Clation, and John B. Morton, former vice- 
President of the Fire Association. The com- 
mittee elected to membership in the national 
board the American and Foreign Insurance 
Company, the Harmonia Fire and the United 
States Merchants and Shippers. 


W. STANLEY SMITH IN BREAK WITH 
HERMAN EKERN 
Wisconsin Commissioner Opposed in State 
Senate by Attorney General on 
Revision of Insurance Laws 

Mapison, Wis., May 4.—Differences over in- 
surance department policies between two State 
officials have broken into the open with a likeli- 
hood that heated discussions by the two on 
Wednesday will play an important part in the 
next State campaign. 

The break ‘is between W. Stanley Smith, 
State Insurance Commissiouer, and Attorney 
General Herman L. Ekern, a former State In- 
surance Commissioner, over the big insurance 
bill that was given a hearing in the senate on 
Wednesday. Attorney General Ekern appeared 
beiore the senate and 
which had been prepared by Mr. Smith with 
the aid of insurance experts. 

Within an hour after the senate hearing and 
the speech by Mr. Ekern, Mr. Smith attacked 
the attorney general in a talk before insurance 
men of Wisconsin Rotary clubs in convention 


assailed the measure, 


here. 

Mr. Ekern attacked the feature of the bill 
dealing with group insurance and declared that 
a revision bill should not have included a num- 
ber of changes vitally affecting insurance com- 
panies. He also said he was unable to under- 
stand the entire bill and was certain that sena- 
tors could not understand it. The revision of 
laws should have been left to the revisor of 
statutes, Mr. Ekern declared, and if any change 
in the insurance laws was wanted they should 
have been asked in separate bills. 

In his reply to Mr. Ekern, Mr. Smith de- 
clared that Mr. Ekern has for many years and 
still represents various classes of insurance in- 
terests. He emphasized that neither the attor- 
ney general nor Charles Whelan, Madison in- 
surance man, appeared at the committee hear- 
ing on the bill and said that he was glad that 
the bill had now gone beyond the “whispering 
stage.” 

The hearing on the insurance bill which was 
introduced by Senator O. H. Johnson, Gratiot, 
will be continued. 


William Deans Will Head Pacific Board 


William Deans, of the Selback & Deans Gen- 
eral Agency, has been nominated for president 
of the Board of Fire Underwriters of the 
Pacific. McClure Kelly, manager of the In- 
surance Company of North America, is the 
candidate for vice-president, and H. F. Badger, 
Jr., was nominated for the position of secre- 
tary. The nominations for the executive com- 
mittee, alternates, were: 

F. H. Rhodes, of the A*tna (Fire); C. A. 
Colvin, of the Providence Washington, and 
J. M. Mendell, of the London Assurance; for 
the executive committee, full term, the candi- 
dates are: H. P. Blanchard, of the Firemans 
Fund; Clifford Conly, of the Great American 
and Phoenix of Hartford; Joy Lichtenstein, 
of the Hartford Fire; E. G. Potter, of the 
Firemens of Newark, and R. H. Griffiths, of 
the Glens Falls. 
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Progress of Group Life Legislation in 
Michigan 

Lansinc, Micn., April 31.—Renewed hope 
for the passage at this legislative session of 
the State Insurance Department’s measure to 
authorize the writing of group life insurance 
in this State is being entertained by Leonhard 
T. Hands, State Insurance Commissioner, and 
others interested in the bill. The measure has 
already passed the House, but met a snag in 
the Senate, where it was referred to the in- 
surance committee, which had done very little 
all session and showed no disposition to do 
anything further in the way of considering 
insurance legislation no matter by whom spon- 
sored. Mr. Hands now claims, however, that 
he has the promise of Senator Joseph Bahor- 
ski, chairman of the committee, and of other 
committee members that his measure will 
emerge early this week with favorable reports. 


Wins Suit Against Bulidog Fire 

Cuicaco, Int., May 4.—Frank G. Watson, 
an insurance agent of St. Louis, has been 
awarded $23,300 damages by a jury in Circuit 
Judge Halls Court of St. Louis for breach of 
contract against the Bull Dog Fire Insurance 
Association of Chicago, which reciprocal he 
represented in St. Louis and surrounding terri- 
tory in Missouri and Illinois for years. Mr. 
Watson alleged he entered into a contract with 
the Bull Dog in 1919 whereby he was to be 
exclusive agent for a period of ten years with 


the privilege of renewing. 


OPENS BROOKLYN AGENCY 
John F. Nubel Incorporates—L. J. Smith 
Made Secretary=Treasurer 

The Nubel Agency, Inc., has been organized 
and will be located at 189 Montague street, 
3rooklyn, N. Y. John F. Nubel, former vice- 
president of the Kenny Agency, New York 
city, is president of the Nubel Agency, and L. 
J. Smith, also a former Kenny Agency man, 
is secretary-treasurer. 

Mr. Nubel began his insurance career with 
the Royal Indemnity in t1o11 and, after a 
varied and successful experience in that com- 
pany’s compensation and liability departments, 
became successively assistant superintendent 
and superintendent of the development depart- 
ment at the New York metropolitan office. In 
1923 he joined the Kenny Agency and became 
vice-president of that firm. He is well and 
favorably known in the New York territory 
as a casualty and automobile insurance pro- 
ducer and is a noted clubman. 


Walter C. Temple, of Dallas, representative 
of the Ohio National Insurance Company in 
Texas, has been notified that for the preceding 
year he has topped the list of representatives 
in the amount of business produced, a distinc- 
tion he has held for the last' three years. Mr. 
Temple brought the Ohio National Company 
to Texas. 

Warren C. Flynn, manager in St. Louis for 
the Massachusetts Mutual Life Insurance 
Company, has been nominated for the Board 
of Governors of the Automobile Club of Mis- 
souri. The election will be held on May 4. 
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Non Assessable Policies 
SUBSTANTIAL SAVING 





Keystone Indemnity 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone Indemnity 
Company 


Attorney-in-fact 
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Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to August 1, 1925, for $2.00 
Write tor Application Blank 
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Write for Financial Statement 


BALTIMORE, MD. 
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WANTS: General Agents and Managers 
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Expense Allowance. 


Only men of experience whose records will bear the 
closest inspection will be employed. 


Address—S. W. GOSS, Vice-President, 
The Rookery, Chicago, III. 
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HE fact that insurance 
has come to be a busi- 
ness of many lines, 


varying widely in application 















7 think | the day hae come ewiien the agents sign 
should read INSURANCE ' and not 
some variety of insurance.” 


LOUIS F BUTLER, President. Travelers Insurance Companies. 
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who gives it will surely get 
A study of 
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and purpose, has probably 4 A| will indicate to the interested 
made no particular impression a i agent some of the ways and 
upon the general public. Except, perhaps, to a limited number means that might be used in gaining a record for insurance 
of very well informed people, insurance is insurance. The service. The most successful agents are freely writing all the 
majority distinguish in some measure between fire and life lines herein referred to and many more as well. How do they 


It is a natural atti- 
tude toward a rather technical and not very well publicized busi- 
ness. Contrary, however, to the public view of the matter, the 
business of insurance in this country has developed along special- 


coverages but few could go much further. 


ized lines, so that many organizations only write a limited num- 
ber of coverages and many agents limit their activities corre- 
spondingly. The general attitude has been in the direction of 
specialization. The day for such an attitude has passed, a fact 
recognized by President Louis F. Butler, of the Travelers In- 
surance Company, and many others. Mr. 
of the first to express the modern idea succinctly. 


Butler has been one 
It is a direct 
recognition of the fact that the public in general does not 
know and does not care to study the details of the business. It 


do it? By studying the needs of their clients and then laying 


before them plans for complete protection. By taking advan- 
tage of local and national catastrophes which point to the need 
of particular lines. And by a hundred and one other methods 
which are bound to occur to the live-wire agent. 

Tire Spectator is a multiple line paper. It carries no partic- 
ular brief for the fire agent or the life agent, or any other spe- 
cialized insurance agent. It has constantly hammered away at the 
thought that all branches of insurance have a common interest 
and cannot properly be divorced from each other. Each spring, 
for several years, it has published an issue similar to this for 
the purpose of aiding in the development of those lines of insur- 
ance with which the average agent himself is not too familiar. 
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PERSONAL EFFECTS INSURANCE 


By Rosert C. WaALtsH, 


Inland Marine Department, America Fore Companies 


.sonal effects requires a diligent study 

of this important form of insurance cov- 
erage on the part of every one engaged in the 
insurance profession. 

Practically unknown to the general public 
but a few years ago, personal effects insurance 
has rapidly gained in popularity and demand 
until, at the present time, it represents one of 
the principal factors in every progressive 
agency’s program of service and coverage. 

It is indeed a most hazardous procedure for 
any agent to allow a client to suffer a loss 
before attempting to bring to his attention the 
necessity for securing this form of insurance. 
The recent disastrous fire loss at Palm Beach 
in which many thousands of dollars’ worth of 
personal effects were consumed in the destruc- 
tion of the Breakers and Palm Beach Hotels, 
reacted upon the public mind to such a degree 
that no other form of advertising was needed 
to expound the virtues of personal effects in- 
surance. 

The reports of this disaster given in detail 
by every newspaper and periodical throughout 
the entire country produced a profound im- 
pression on the minds of the public showing 
conclusively that personal effects must be in- 
sured when outside or away from the perma- 
nent residence. Such articles may be con- 
tained in any number of places in which the 
assured would not have the remotest possibility 
of securing recovery or reimbursement in the 


T= subject of proper protection of per- 














event of their loss or their possible destruction. 

It is safe to assume that the majority of 
people who would go to great extremes to 
properly safeguard their property while in 
their own homes, where such property can be 
given due care and attention, will entirely 
overlook the fact that, when this property is 
sent outside of the home into tailoring and 
cleaning and dyeing establishments, country 
clubs and numerous other places and thereby 
subjected to innumerable hazards, such articles 
should be properly covered by insurance. 

To meet the demands in this large field, 
every agent has at his disposal attractive and 
broad forms of cover which will not only in- 
crease his premium income but which will also 
result in the rapid expansion of his business 
by securing additional fire and other allied 
lines through contact with the people whom 
he solicits in the development of personal 
effects lines. 

We are now at the outset of the so-called 
tourist or vacation season. People who have 
been wintering at Southern sections of the 
country are now seeking the Northern climate. 
All ocean liners outward bound from our ports 
are taxed to full carrying capacity. Railroads 
and express companies have adopted measures 
to provide facilities for the handling of heavy 
movements of passengers’ baggage. 

It is indeed interesting to note the activities 
among the country clubs. Thousands of tired 
business men are seeking the golf course as a 
means of relaxation from arduous duties of 
everyday business affairs. When a_ golf 
enthusiast is out on the green, a certain por- 
tion of his various personal effects are left in 
Statistics have 
shown that during the year 1924 a number of 
country clubs partially and totally destroyed 
by fire throughout the United States reached 
a tremendous figure in monetary loss. It would 


his locker in the club house. 


be a difficult task for any golf “fan” to turn 
in a low card when, upon reaching the ninth 


hole, he is apprised of the fact that the club 
house has burned, with his personal effects in 
it; or, worse yet, that some member of the 
“light fingered gentry” has stolen his effects 
from the club locker during his absence. _ 

We can also readily appreciate the feeling 
of the weary traveler who, upon arriving at 
his or her destination, finds that the baggage 
following has become damaged or totally de. 
stroyed through a transportation peril; “or that 
certain articles have been stolen from the 
trunks. 

The traveling public register at Various 
hotels in every section of the country Without 
ever giving a passing thhought to the fact that 
these particular premises, in which they are 
temporarily located, might become another vic. 
tim of the dreaded fire hazard at any moment 
The resultant losses in personal effects in such 
cases cannot be contemplated with pleasure by 
the traveler. These and many other cases 
might be cited to bring to the minds of the 
progressive agent the full realization of the 
importance of taking immediate steps to pro- 
vide proper protection against such con- 
tingencies. 

The public will not come to the agent re 
garding these policies but, to the contrary, the 
agent must go to the public by making a can- 
vass either by mail or, more profitably, by a 
personal call upon each client and prospect in 
the territory in which he operates. The broad 
form of protection afforded by these forms of 
policies should be outlined in detail. It is a 
certainty that such agents will reap the full 
benefits of their labors and the results will be 
highly gratifying, both to agent and client 
alike. 

Three forms of policies are now in general 
use, the first being known as tourist baggage 
form. A, covering personal effects, as defined 


in the policy, the property of the assured or 
any member of the assured’s household exclud- 


(Concluded on page 25) 
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MORE CARS UNINSURED TO-DAY THAN FIVE YEARS AGO 


By AmBrROSE RybEr, 


Manager, Automobile Department, General Accident, Fire and Life Assurance Corporation 


ORE people will buy automobile insur- 
ance Also | 
think more people will not buy auto- 
mobile insurance than ever before. Certainly 
there are many more uninsured car owners 
to-day than there were five years ago. Like- 
wise there were more uninsured five years 
ago than there were ten years ago, and so on 
rack to the beginning of the automobile in- 


in 1925 than ever before. 


dustry. 
Each year there is an increase in the num- 


her of cars registered. Also each year there 
is an increase in the total number of cars in- 
sured. But the difference between the total 
number of cars registered and the total num- 
her of cars insured has also been increasing 
from year to year, and I think it is still in- 
creasing, although there is quite a likelihood 
that the turning point has just about been 
reached. 

It would appear therefore that the insur- 
ance agent is hardly able to hold his own 
against the vast army of uninsured in spite 
of all modern weapons of salesmanship. 

Very few lines of business offer any such 


opportunities. Just think of it—a_ larger 
number of renewals than ever before, plus a 


larger field of new customers to work on! 


Costs Less THAN BEFORE THE WAR 

Is there any other commodity which offers 
the purchaser as much for his dollar, com- 
pared with pre-war prices, as a policy of auto- 
mobile insurance. Almost 
dity has increased 50 per cent in price or is 
Automobile insurance, 


every other com- 
even double in price. 
however, costs even less on the average than 
it did before the war. Insurance costs have 


somewhat in many of the larger 


cities, but the 


increased 
decreases in ‘the snriller cities 


R, 





The writer of this article is already 
well known as the author of “Automo- 
bile Insurance,” a recent publication of 
The Spectator Company. His ideas are 
original and sound, resulting from long 
experience in underwriting and research 
Work.—Enitor’s Note. 














and in the rural districts are more than 


enough to offset the increase in the large cities. 


A BroapvER COVERAGE To-pAy 
Furthermore, the policy of to-day is a 
broader coverage than it was before the war. 
A liability the omnibus 
coverage feature without any additional pre- 
mium charge. This feature is an item of no 
small consequence, because the policy now ex- 
tends free of charge to protect people other 
than the named assured who may be riding 
in the car or legally operating it at the time 
of the accident. 
bankruptcy clause, which requires the insur- 


coverage embraces 


The policy also contains the 


ance company to pay losses which the assured 
himself would not be required to pay. This 
clause had added measurably to the total cost 


of settling losses. The property damage con- 


tract includes the loss of use feature. Same 


was not included before the war. Loading 


and unloading accidents are also covered. 


Taken cltogether there has been sufficient 
broadening of coverage to warrant at least a 
10 or 15 per cent increase in premium charge. 
Then, too, the companies must not overlook the 
fact that they are paving more “guest” cases 
than they used to piy. This one item alone 


is costing the companies a large sum of money 
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that was not contemplated in former years at 
the time rates were made. 
Cannot Arrorp Not To Carry INSURANCE 

Probably four-fifths of the wealthy firms 
and corporations carry insurance on their cars. 
They realize that an investment is at stake, 
over and above the investment in the cars 
alone and that it is just as necessary to carry 
automobile insurance as it is to carry other 
forms of insurance. In fact, an automobile 
accident may cost many times the value of 
the car itself. 

Why is it then that the people who are 
most apt to be without insurance are the 
people who can least afford to be without in- 
surance? The wealthy firm can afford a loss 
of $10,000 or even $50,000. But such a loss 
would bankrupt the average individual. 

The man who cannot afford to pay for in- 
surance can afford even less to pay for a loss 
Present the following to him and let him 
decide for himself whether he can afford to 
be without insurance: 


Wovutp You Ber $7525 to Win $80? 
IVould You that your car during the next 
bet: twelve montis: 


$2500 vs. $3 Would not kill anyone? 

$1500 vs. $9 Would not seriously injure 
anyone? 

$ 150 vs. $8 Would not cause even a 
minor injury to anyone? 

$ 500 vs. $2 Would not cause _ serious 
damage to someone’s prop- 
erty? 

$ 25 vs. $8 Would not cause even slight 


damage to someone’s prop- 
erty. 

Would not suffer almost total 
loss in collision ? 

Would not suffer a collision 
loss of even moderate seri- 


$ 750 vs. $10 
$ 100 vs. $25 

ousness ? : 
Would not be burned? 


$1000 vs. $5 ‘ 
\Vould not be stolen ? 


$1000 vs. $10 





owner would be willing 
Very few 


1 doubt if any car 
to risk his money at such odds. 
people would care to risk $2500 just to win $3 
at the end of the year, on the chance thit their 
ear would not kill anyone during the coming 
vear. Take even that bet of $25 against $8, 
which is the lowest odds of any of the bets 
listed above. low many automobile owners 
do you think would be willing to risk $25 on 
the chance of winning $8 provided their car 
would not even slightly damage someone else's 
property during the entire period of twelve 
months ? 

The point I am driving at is this: The man 
who is not willing to assume those odds has 
admitted that he is not willing to do without 
insurance, because the man who goes without 
betting his own money 


surance is merely 


(Concluded on page 25) 
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fy 4 THE SALE OF WINDSTORM INSURANCE 


By S. H. QuacKENBUSH, 


Deputy Manager, Western Department, Royal Insurance Company, Limited 


solicitation or development of tornado and 

windstorm insurance it must of necessity be 
from the standpoint of an observer who has 
had an opportunity to witness and study the 
methods of others rather than as one who has 
had an extended personal experience in con- 
vincing an owner of property that he faced 
disaster without this form of protection. 

In communities or districts which have suf- 
fered severely from the destruction of lives 
and property by tornadoes and cyclones it is 
comparatively easy to sell insurance covering 
these hazards but even where such favorable 
conditions exist for the successful develop- 
ment of this class of business there is a marked 
difference to be observed in the results achieved 


t expressing my views on the subject of the 





Tue Ruins or A Home 


by individual agents and solicitors. Some will 
be satisfied when selling such insurance for 
only nominal amounts or on a small propor- 
tion of the value of the property to be insured, 
while others of a more aggressive and _ per- 
sistent type succeed in selling larger amounts 
through convincing an assured that he should 
carry as much for tornado protection as he 
does for fire. In this connection I have in mind 
an agent in a town in Nebraska which has 
never suffered a severe loss from windstorms 
cr tornadoes, who has been successful for 
years in writing an equal amount of tornado 
insurance with every fire policy written. This 
record is rarely equaled even in towns which 
have suffered severe windstorm losses and 
must be attributed to the determination and 
personality of the agent. 

In districts which have been wholly or gen- 
erally immune from destructive windstorms 
the intelligence and ingenuity of an agent are 
given a severe test and those who are lacking 
the qualities of a good salesman meet with 
little success and quickly reach the conclu- 


sion that “the game is not worth the candle.”’ 

A few years ago I happened to be with an 
agent while he was soliciting tornado insur- 
ance on a large steel mill as a supplement to 
the fire insurance which he had _ already 
secured. The proprietor of the plant stated 
that there had never been a storm which had 
caused any material damage to property in the 
vicinity, also pointing out that his plant had 
been in existence for over thirty years and had 
never suffered any windstorm damage. beyond 
the blowing down of an old metal stack of 
slight value and he therefore felt any amount 
expended for such insurance would be wasted. 
This argument is about the most difficult for 
a solicitor of tornado insurance to answer but 
the agent in question succeeded in selling it in 


holders you could hardly justify not having 
this insurance, in case of a disaster, on th 
grounds of economy. The tornado rate is 0 
low that if in the next twenty-five years your 
plant should sustain a 10 per cent damage 
the insurance companies would be the loser 
and you would gain, even taking into con. 
sideration all premiums paid and accumulation 
of interest thereon.” The assured agreed thy 
twenty-five years was a long period and if fy 
had that length of time in which to beat th 
companies, should his plant sustain a moj. 
erate loss, he guessed he would gamble with 
them and immediately free his mind from th 
burden of anxiety which would exist withor 
having, in every reasonable way, anticipated 
difficulties and taken proper steps to overcome 





West FrankFort, Itt., AFTER THE RECENT TorNADO 


this case and it may be of interest to know 
the arguments he used. He agreed with the 
assured it was perfectly true that there had 
been no dangerous windstorms or tornadoes 
in this particular section and frankly admitted 
he did not anticipate there was any grave dan- 
ger of anything of the kind in the future. He 
pointed cut, however, that statistics 
indicated that no section of the country was 
immune from storms of destructive violence 
and also suggested that no one could foretell 
what might happen at any time. He men- 
tioned that other buildings of equally substan- 
tial construction had been seriously damaged 
or destroyed by destructive winds in practi- 
cally every State. This was followed by an 
argument which sold the insurance. “If the 
insurance companies seriously disagreed with 
you as to the probable immunity of your prop- 
erty from serious windstorm damage and this 
disagreement was reflected in a high rate to 
be charged, then I would hardly urge you to 
carry this protection. The cost, however, is 
such that in justice to yourself and your stock- 


6 


clearly 


a disaster which might occur at any time. 
Following the Lorain tornado disaster of 
last year when millions of dollars’ worth of 
property was destroyed, including numerous 
buildings of substantial brick construction, in 
a town which had never sustained any losses 
from windstorm and was regarded as bem 
immune from them, the tornado insurance 
salesman has been supplied with an argumen! 
which should materially aid in the develop- 
ment of windstorm business. Viewed from 
the standpoint of probable danger, there is 1 
reason for a Lorain  property-owner 
carrying insurance now than there was two 
or three years ago when the danger was get 
erally regarded as non-existent. Then very 
few carried any tornado insurance and rarely 
did an agent make any serious attempt to 
Now, however, it is doubtful if any 
Lorain property-owners who carry insurance 
of any kind are without the protection agains! 
windstorms. This is also true in many adje- 
cent cities and towns where tornado insurance 
(Concluded on page 27) 
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THE SPECTATOR 


VIEWS OF SOME PROMINENT AGENTS ON THE SPECIAL LINES 


ITH the thought in mind that some of 
more successful agents of the 


the 
\ country might have interesting views 


upon the development of the so-called special 
lines of insurance, the editor of THE SPECTATOR 
wrote to a number of them and received the 
replies given below. With but one exception 
the writers manifested a strong belief in mul- 
tiple line development. It is interesting, but 
probably not pertinent, to note that the ex- 
ception is also an exception from another 


standpoint : 
[To the Editor of THE Spectator] 


Your letter of recent date at hand, wherein 
yo ask us to answer the following question: 
“How would it affect your agency if the so- 
called special lines were cut off and you had 
to depend upon the main lines of fire and cas- 
ualty business for the entire income of your 
agency ?” ; f 

We will not attempt to answer this question 
from a sole standpoint of our own office, but 
at the same time it would be unreasonable to 
assume that the experience of our office would 
vary much from that of any other average 
office. This question is of interest to all in- 
surance men and especially to the insurance 
men in the larger cities, where the demand for 
special coverages develops more frequently. 

In former years, an insurance man would be 
fairly well qualified if he was well conversant 
with fire insurance coverages and underwriting. 
Not so many years ago, casualty lines were 
almost unheard of and many of the insurance 
men will recall their first writing of automo- 
bile insurance, marine, employers’ liability, ele- 
vator liability, sprinkler leakage, steam boiler 
and possibly one or two other lines of cover- 
age, These coverages, so to speak, possibly 
constituted all of the branches that an insur- 
ance man might come in contact with. Not 
so many years ago the earthquake at San 
Francisco demonstrated the need of earthquake 
insurance, while tornado insurance had been 
written more generally throughout all sections 
of the country. 

In later years, where larger structures were 
built with concentration of values, many ten- 
ants were harbored, and this in itself brought 
about multiple hazards and so, with the prog- 
ress of times, many difficult problems entail- 
ing loss and protection have developed, until 
to-day an insurance man is confronted with 
probably as many as fifty to seventy-five lines 
of coverage. 

Take, for instance, the so-called general cov- 
erage marine contracts. They embody many 
perils, not only of navigation and transporta- 
tion, but catastrophes and perils on land and 
in building until the goods or merchandise 
reach their destination. 

In our own office we have a pamphlet for 
distribution to our policyholders which treats 
with more than 100 subjects of protection. 
This pamphlet was printed about a year ago 
and, since then, some new lines have been 
created, so that before long we will have to 
print a new up-to-date pamphlet. 

The mortgagee and the investor is much de- 
pendent upon the kind of protection his bor- 
tower has secured. How many banks insist 
upon tornado, earthquake, fallen building 
clause, explosion, riot and civil commotion, 
whereas their security might be impaired by 
one or more of these catastrophes ? 

If the charters of the companies and the 
laws of the State would permit on a basis of 
‘ale and sane underwriting, it would be won- 
derful if you could approach a client and say 
to him, for instance, that you are in a position 
{0 protect all his building arid/or contents 


against any and all perils due to accidents or 
catastrophes and insure him on what is com- 
monly known as an “all risk” policy. This 
“all risk” coverage, has, so to speak, been made 
complete in the general automobile policy. 
This has been made permissible through prac- 
tice because the automobile is a moving ob- 
ject and it deals with an individual vehicle on 
which can be gathered statistics and experience. 
It is realized that the extension of like cov- 
erage to all other values would be a much 
greater departure, though insurance men _ be- 
lieve that such a thing is possible and sure to 
come. 

The writing of special lines has done much 
to awaken the need for insurance and must be 
helpful to the earnings of the insurance men 
or producer and unless an office has facilities 
to handle and follow these special lines they 
will find some of their business imperiled by 
their competitors. 

In conclusion, let us say that the insurance 
profession to-day is far more interesting than 
it was a quarter of a century ago, when an 
insurance man was content to study one line 
and rest his oars for the balance of his life. 
It was then that he had very little chance to 
grow beyond a certain specified volume of 
business; whereas now his field and growth 
is unlimited which certainly is a step forward 
toward progress and achievement for the in- 
surance man. 

Very truly yours, 
Cass & JOHANSING, 
By Harry G. Johansing. 


Los Angeles, Cal., May 1, 1925. 


[To the Editor of Tue Specrator] 


How would it affect my agency if the so- 
called special lines were cut off and I had to 
depend upon the main lines for income? 

It’s kind of hard to answer that question. 
Like most Irishmen, I reply by asking another 
question: How would it affect a restaurant 
if the owner cut out the odd cups of coffee, 
pots of tea, fried cakes, hunks of pie, dishes 
of fruit, buttered toast, and so forth? 

Lots of people like a cup of good coffee be- 
tweenwhiles or a few bites of light lunch in- 
stead of a regular meal. If the restaurant 
man were to lift these off his bill of fare he’d 
lose a very necessary percentage of his sales 
income. 

Same with a clothing store. Suppose the 
store was to cut out collars and cuffs, hand- 
kerchiefs and ties! 

Suppose the drug stores were to drop odds 
and ends that are as far from drugs and medi- 
cines as a mowing machine is from a mouse 
trap. We’d have a lot of closed up drug stores, 
wouldn’t we? 

The trend of the day is multiple lines, 
whether it be in merchandising or insurance. 
The insurance companies keep adding this cov- 
erage and that right along. They so advertise 
in the insurance papers and so circularize the 
agencies. The small stuff, or special lines, help 
to pay the rent, the help, the taxes or some 
other part of the overhead. 

Outside of this feature of the business, a 
very necessary one, they enable the agency to 
give better service. If a fire insurance buyer 
happens to need earthquake or windstorm cov- 
erage, or water damage or hold-up, he doesn’t 
want to be running all over the town after it, 
nor should the agent have to be looking for an 
agency through which he can broker it and 
then bear as much responsibility as if he were 
the direct agent. 

In my opinion and experience an agent 
should be able to offer and give any kind of 
coverage. He should be in position to carrv 
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on his letterhead, “if it is insurance, we have 
GerorGE Brown, Secretary, 
Michigan Association of Insurance Agents. 


Detroit, Mich., April 25, 1925. 





[To the Editor of THE Spectator] 

1 have your letter of April 16 in which you 
asked me the question, “How would it attect 
your agency if the so-called special lines were 
cut off and you had to depend upon the main 
lines of fire and casualty business for the entire 
income of your agency?” 

I should say, in the first place, that it would 
affect us vitally. Many of the side lines of 
yesterday have grown in the larger agencies to 
be one of the main lines of to-day. For each 
and every side line which an agency carries, 
it gives it one more added opportunity to come 
in contact with a larger percentage of the buy- 
ing public and, in the solicitation of these 
side lines by salesmen, oftentimes an order for 
a main line contract is the ultimate outcome, 
so that I feel that the effect which it would 
have upon an organization such as my own 
would be that it would not only cut off the 
actual premium income derived from the pro- 
duction of these side lines themselves, but 

ould, to quite an extent, cut down the main 
line income, which is oftentimes secured by 
wie solicitation of the side line. 

What we need to-day in the insurance busi- 
ness more than any other thing is to gain the 
confidence of the insuring public in our ability 
to handle their business for them and the more 
side lines which you have represented in your 
own office the better fitted you are to give the 
prospective purchaser the full and complete 
line of coverage which he should have. 

Yours very truly, 
D. G. Nortu, President, 
North’s Insurance Agency, Inc. 


New Haven, Conn., April 30, 1925. 





[To the Editor of THE Spectator] 


First let me make the statement that this 
agency is enjoying the privilege of offering its 
clients over thirty-four different forms of in- 
surance with additional allied lines and that a 
very large proportion of the premium income 
is realized from the development of the mul- 
tiple line idea, and needless to say it would be 
practically impossible to operate this agency if 
the so-called special lines were cut off and 
only the main lines of fire and casualty busi- 
ness were depended upon. 

Generally speaking, in insurance soliciting, 
as in any other form of selling, specialization 
is sometimes desirable from the standpoint of 
the customer and profitable from the standpoint 
of the agent. In the large cities, for example, 
a specialty insurance solicitor might keep con- 
stantly and profitably employed on one or two 
lines. It should be remembered, however, that 
such a solicitor must constantly add to his list 
of clients in order to increase his commission 
income. Generally speaking, and as applied to 
average territory conditions, the existing need 
is not for a one-line specialist but for an in- 
surance agent who specializes in broad-gauge 
insurance service, an agent competent to act as 
an insurance counselor on matters relating to 
many forms of insurance and surety coverage. 

Needless to say, such agents are not only 
in prosperous circumstances—with all that this 
implies to themselves and their families—but 
they are influential and respected business men 
in their communities. Their counsel is sought. 
Their opinions on insurance matters are valued. 
They are brought into touch with an almost 








endless variety of problems relating to manu- 
facturing, merchandising, banking, financing, 
contracting. Their work has an important 
bearing on social and governmental activities. 
As the months and years go by, they become 
broader as their work becomes more varied. 
Their ‘phones are busy. Their appointment 
books are well filled. Their personai pank ac- 
counts move ahead steadily. In short, they 
have “arrived.” 

As a representative of the AEtna Life Insur- 
ance Company and affiliated companies, the 
largest multiple line insurance organization in 
the world, I feel that all agents should con- 
duct their soliciting and plan their careers 
along broad-gauge lines and all the foregoing 
remarks as to a multiple line agent’s respon- 
sibility are merely intended to drive home the 
underlying thought that all agents should take 
a broad view, both of the undeveloped oppor- 
tunities represented in their territories and the 
undeveloped opportunities represented in them- 
selves. hak 

Yours very truly, 
ArtHurR W. Burke, General Agent, 
Aktna Affiliated Companies. 


3oston, Mass., May 2, 1925. 


[To the Editor of THe Spectator] 


In reply to the question ‘““How would it affect 
the income of your agency if the so-called 
special lines were cut off?” Ii must admit, that 
as we do a considerable amount of business in 
special lines, the income of our agency would 
be materially reduced for a time. But I am 
convinced that when we concentrated our usual 
efforts on the fire and casualty business alone 
our income would climb back to something 
like the same figure it was at first. 

I have known quite a number of insurarice 
agencies to concentrate on special lines and 
they usually met with indifferent success and 
sometimes with disaster. In only one instance 
have I known a firm to make a decided suc- 
cess of occupying two widely different fields 
at once. In that case I think their success was 
due to the fact that one partner specialized on 
one branch of insurance and the other on an- 
other. 

It seems the human mind is so constituted 
that we can do only one thing well at a time. 
Dissipated energy is usually ineffective. Be- 
sides, the line of argument which an agent may 
successfully use on prospects in one line will 
likely not be applicable in another. Also— 
if I may use two widely different things for 
illustration—a life insurance agent and a fire 
insurance agent must estimate values from two 
such different standpoints that the agent who 
tries both is handicapped. 


(Miss) O. Appison, 
W. I. Addison & Company, Dallas, Tex. 
Dallas, Tex., April 21, 1925. 





[To the Editor of THe Sprcrator] 


In response to your query “How would it 
affect your agency if the so-called special lines 
were cut off and you had to depend upon the 
main lines of fire and casualty business for the 
entire income of your agency?” 

The very idea of the possibility of an agency 
being forced to depend upon fire and casualty 
business for their entire income produces a 
feeling of pessimism as it touches instantly the 
source of special earnings which pass into the 
net profits of the office. The experience of 
the writer during more than forty years in the 
business has been to witness the evolution of 
the insurance business from a very restricted 
field of operation to that which now exists, 
and in which ample opportunity is found to 
engage your entire time in properly caring for 
the interests of your customers. 


THE SPECTATOR Thursday 


A successful agency must operate so that keep pace with the demands of trade and { 
the entire business of his customer should be absorb through insurance the varied liabilities 
attracted to his office and any status which of individuals, all of which could be summei 
would make it possible for a customer to divide up as the pages! im business, 
his patronage with another agency because of lhe agent who stanc S as the apostle of pro. 
the lack of special line facilities would be to gression in his community will attract to hi 
invite constant and increasing competition, for agency many desirable accounts, if his Service 


the reason that the specialties in our business is adequate, and any attempt to confine 4; 

is where the growth and attractiveness can be business, as indicated by your query, would af 

found necessity result in the gradual loss of positig 
The time and expense required of an agency as a ranking agency. 

in the handling of fire and casualty business Respectfully, 


and the lower rates of commission allowed on 
that business result in reduced net profits, : e re ; 
but when we can add special lines for custom- Richmond, Va., April 22, 1925. 
ers already on our books, it takes but a little 
while to develop those lines, the rate of com- 


ROBERT LEcky, ]p 


mission is such as to increase the net earnings Discontinues Coupon Accident Policies 

of our agency by the amount of commission The United States Casualty Company, Ney 

received from the so-called special lines. York, has discontinued its coupon accidey 
We might also style “special lines” as the a ee 

result of the efforts of insurance companies to = POlCles as OF May T. 





Never has it been easier 
to sell Windstorm 
Insurance than 


The recent disaster has aroused 8 
people in every section of the coun- right TlOW i 
try to the terrible destruction that 
can be wrought by the tornado. 
It isn’t so easy to laugh at the idea 





Our new advertising folder— 


of windstorm insurance as it was a “Why every section of the country 
few months ago. needs Windstorm Insurance”— 
will help you sell this protection 
Right now you can sell this pro- to the people in your town. 
tection easier than ever before. It contains four good reasons why 
There are at least three strong sales every property owner should have 
arguments which you can employ a windstorm policy—a chart show- 


ing list of destructive storms for 
past 50 years—convincing state- 
ments from U. S. Weather Bureau. 


to sell the man who thinks he is 
safe from windstorm damage. 


One is that his policy covers him We will be glad to send a supply 
against ordinary windstorm dam- to agents who are making a drive 
age and that the damage caused by for this business. 
such storms is greater, if taken 
country wide, than that caused by 
tornadoes. 











The third is that windstorm insur- 
ance costs him so little that he can 
carry it in addition to his reg- 
ular fire policy without noticing 
the slight increased cost. 


Another is that no section of 
the country can claim tornado 
exemption. During the past 
50 years practically every sec- 
tion has been hit by a terrific 
storm. 


Bring these facts home to prop- 
erty owners in your town! 





Springfield Fire & Marine Insurance Company 
SPRINGFIELD, MASS. CHICAGO, ILL. SAN FRANCISCO, CAL. 
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THE SPECTATOR 


GROUP ACCIDENT AND SICKNESS INSURANCE 


Manager, Group Lines, Travelers Insurance 


VER since the introduction of the 

machine industry, when men in large 

groups began to work for others for 
pay, there has been a keen interest in any plan 
which contemplates taking care of the work- 
man in the event that he is suddenly taken ill 
or injured through accident. 

One feature became very clear in the early 
experimental days of group accident and health 
insurance; namely, that societies and mutual 
aid associations would find it difficult indeed to 
provide group accident and sickness insurance 
for a period of years and remain self-suffi- 
cient and solvent. The ever mcubus 
of a catastrophe or epidemic made it practi- 
cally impossible to guarantee the solvency of 
a mutual aid society which of a neeessity main- 
tained but a small capital, quite insufficient to 
meet such an exigency as a general epidemic. 
For example, 2000 out of 30,000 employees in 
one corporation were claimants for sickness 
benefits in the two months of January and 
February, 1920, when influenza made its sec- 


present 


ond visitation. These claims would have made 


the average mutual benefit association insol- 
vent. Another objection to mutual henefit 


organizations is that many workers dislike hav- 
ing a board of three or five fellow-workers 
personally investigate and pass on their claims. 
That workmen wanted the insurance was an 
established fact. That 
equally patent. 


they needed it was 


Farry FEATURES 

One employer of many thousand people in- 
stigated an investigation in his own particular 
organization and ascertained that 10 per cent 
of the disabilities were due to accidents sus- 
tained at work, 5 per cent were due ‘to acei- 
dents sustained away from work, and 85 per 
cent were due to illness. 
Tn most States workmen are compensated 
for injuries sustained while at work through 
the enactment of workmen’s compensation 
laws, but from the viewpoint of the labore: 
itis equally necessary that some provision be 
made for the 90 per cent of his disabilities 
which are sustained away from work. 

To furnish insurance which would adequately 
meet the needs of the workmen and yet at a 
cost that would be within the reach of the pur- 
chaser, and on the monthly payroll deduction 
plan was the problem which confronted the in- 
surance companies. The solution of the prob- 
lem has been found in group accident and 
sickness insurance as it is written to-day. 

The progressive type of employer has been 
interested in the group plan from the very be- 
ginning, Although he has not been actuated 
entirely by altruistic motives, he has recog- 
nzed the fundamental truth that contentment 
and enthusiasm among his employees are not 
only valuable but essential. It is true that 
some of the schemes adopted to carry out the 


By Witt1aM F. CHAMBERLIN, 





The author of this article has also 
ceritten a booklet, entitled “The Psychol- 
ogy of Group Tasurance,” which is pub- 
lished by The Spectator Company. It is 
a treatise which no 
should be without, for it explains the 
factors that enter into relations between 
employers and employees, and describes 
the best systems of canvassing for 
insurance.—Epitor’s Note. 


insurance agent 


group 











eroup idea during the period of its early 
development were chimerical and some of the 
machinery employed to operate the plans was 
utterly unsuited to the work. It became evi- 
dent, therefore, through years of experimentta- 
tion that a group insurance program could not 
he efficacious unless it was administered by an 
organization ever alive to the employer’s pro- 
cedure or personnel management and capable 
of dealing with claimants made abnormal in 
temper by disability. 
Prorits FOR EMPLOYERS 

Employers have found, from well-conducted 
sickness insur- 


accident and 


plans of group 
ance, that thev are direct as well as indirect 
profits to them. One direct profit accrues 
when the employee who has been disabled by 
an illness or accident returns to work. In- 
stead of having the cost of his illness before 
him, he is able to return to his work free of 
mind and ready to throw himself into his 
work with a renewed vigor and with all good 
thoughts for the employer who has made 
possible this form of protection. 

The cost of group accident and sickness in 
surance may be placed entirely on the employer 
or on the employee or it may be shared be- 
tween them. The particular organization con- 
templating the inauguration of a group insur- 
ance program will determine pretty largel) 
the type of plan that will best suit its particu- 
lar needs. 

One of the fine features of this particular 
policy is that it is not necessary “to die to 
win.” One in four employees receives bene- 
fits each year under group accident and sick- 
ness insurance. There is no other form of 
insurance which gives such a general distribu- 
tion of The frequent disburse- 
ment of funds among workers makes them 
constantly appreciative of the insurance, and 
they cannot forget the liberality and generos- 
ity of the employer who has made possible 
this form of protection. 

No matter who pays, the contract of group 
accident and sickness insurance is always be- 
tween the employer and the insurance company 
and certificates of insurance are issued to in- 
dividual employees. 

Eligibility to the insurance may be extended 


indemnities. 
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Company 


to all employees, or limited to certain classes 
of employees determined by conditions per- 
taining to the employment; where insurance 
is not offered to all employees, eligibility must 
he limited to definite classes of employees, for 
example, those who have completed a cer- 
tain period of service, or those who are paid 
by the hour, excluding those who are paid 
by the month. The employer cannot elect to 
limit the insurance to such employees as are 
chosen by him without reference to such a 
classification. 

The employer may either (1) cover all of 
the eligible employees by paying the entire 
cost or (2) limit coverage to those eligible 
employees who elect to pay to the employer a 
part or all of the cost of the insurance, pro- 
vided not less than 50 employees nor less than 
75 per cent of all eligible employees so elect. 

While this form of contract will not he 
issued to associations, lodges 
contract may be issued to an employer cover- 
ing the members of an association of his em- 
plovees provided not less than 50 employees 
nor less than 75 per cent of all employees 
eligible to join the association are members. 

A contract issued to cover 
groups of less than twenty-five employees: and 
policies issued to cover twenty-five or more 
but less than fifty employees are conditioned 
on all eligible emplovees being covered. 


or unions, the 


will not be 


STANDARD CONTRACTS 


standard 
provide indemnity for total disability result- 


The regular coverage contracts 
ing from accidents occurring away from occu- 
pation accidents sustained while 
doing any act or thing pertaining to any occu- 
pation or employment for wage or profit) and 
trom sickness contracted during or while away 
work. 


In exceptional cases where there is no com- 


(excluding 


from 


pensation act, or where the employer wants 
to supplement the coverage of a compensation 
act by providing indemnity for the waiting 
period, or indemnity in a greater amount than 
is provided by the act, a rate for twenty-four 
hour coverage can be quoted, but group occu- 
pational accident 


used as a 


coverage cannot legally be 
substitute for compensation insur- 
ance, 


PLANS OF COVERAGE 


insurance is 
the two following 


sickness 
either of 


Group accident and 
offered under 
plans: 

(1) A fixed amount of weekly indemnity for 
each employee. 

Under this plan, there may be a fixed uni- 
form amount for all employees, or the em- 
ployees may be classified according to regular 
wage and a fixed amount provided for e ich 
class, for example: 


(Concluded on page 29) 
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Oid Time Agent: See here, young feller, what d’yuh mean 
all the time aswipin’ big lines right out of my territory? 

Active ‘*‘Outside’’ Broker: Swipin’ ’em, huh? Sweatin’ ’em 
out, yuh mean! 


Brush the bats out of your belfry, old bean! 


Special ‘‘Lines”’ 
Of Bunk Heard Every 
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Day 
































Prospect: What! Me carry health and accident insur- 
ance! Say, haven’t had a sick day in all my life and as for 
accidents—Ha! Ha! It is to laugh! 

Agent: I know 


—but you never can tell— 
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‘‘G’ wan, we never have any twisters around in these 
parts!’’ 

(Snapshot of tornado taken ten minutes after the last 
time this old gag was pulled in a ‘‘windstorm immune’’ 


territory. X marks the spot where prospect stood. 











——= } ——) 
Motorist: Full coverage! Huh! What with fire and theft 
I’ve got enough sunk in insurance on this boat now. Anybody 
that carries more is a ————. (But just then a steering 
knuckle gave ’way and ran him into financial and mental 
reverses.) 











Agent: How ’bout some burglary insurance? 

Prospect: Say, if a burglar can find anything in my 
house worth his while, he’s welcome to it! (Until after a 
theft has occurred.) 


Special Agent: Have you tried any ‘‘U & O’’ lately? 
Agent who thinks a wastebasket the proper place for 


insurance journals and company literature: Nope, can’t 


say that I have. What is it, Scotch or Bourbon? 
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THE SPECTATOR 


CANVASSING FOR ACCIDENT AND HEALTH COVERAGES 


CCIDENT and health insurance is really 

a method of guaranteeing the continua- 

tion of earning power when the policy- 
holder is accidentally injured or is incapaci- 
rated by reason of illness. In addition, it pays 
the full face value of the policy in case of the 
aecidental death of the insured and, under the 
fouble indemnity provision, returns twice the 
value of the policy to the beneficiary in those 
instances where the insured’s accidental death 
rests while he or she is riding as a passenger 
‘a or on any public conveyance provided by a 
common carrier. Looking at it in the light of 
the service it renders to humanity, no agent or 
broker need have any hesitancy in pushing the 


sale of this insurance. 


MANny OPPORTUNITIES 
The opportunities for canvassing prospects 
for accident and health insurance are limit- 
less, Almost everyone is a potential policy- 
holder. The 
easily explained and it is not difficult to make 


the prospect see the advantages of having a 


coverage, once understood, is 


definite source of income which will protect 
him when sickness or accidental injury makes 
it impossible for him to continue working, or 
that will put sorely-needed funds into the 
hands of his tanaily or dependents if he is 
accidentally killed. In fact, it is often better 
if, in talking to a prospect, the agent or broker 
does not mention “accident and health insur- 
ance” but refers to it as a “sound financial 
plan that guarantees the continuation of wages 
or salaries when earning power is temporarily 
lost.” 

he man who calls on a prospect with the 
idea of selling him accident and health insur- 
ance should stress the advantages ottered to 
the policyholder himself by this form of insur- 
ance. Leave the discussion of what happens 
in case of death in the background. Some 
people shrink instinctively from any insurance 
plan that is connected in their minds with the 
thought of death. Confine your opening re- 
marks, as well as the major part of your sales 
talk, to what accident and health insurance will 
mean to the policyholder while he is alive. If 
he brings up the question of beneficiaries and 
what they will get out of it, then you will have 
the chance to tell him about the policy’s pro- 
visions in the event of death. If he does not 
ask you about this phase of the protection, ex- 
plain it to him of course, but do so in such 
away that there will be no adverse reaction, 
and dwell on it only long enough to make cer- 
tain that he fully understands the broad scope 
ot the coverage 


Avow “SHop TALK” 
When you are defining the kind of insurance 
Vo a rc i 
ab to offer do not use technical terms. 
i Words that smack of “shop talk.” Never 
t >, ® . 
ake It for granted that the particular prospect 


Vice-President, New York Indemnity 


By Tuomas L. BEAN, 





Thomas L. Bean, who wrote this 
article specially for THE SpEcrator, is 
the author of a book, published by The 
Spectator Company, entitled “Selling 
Accident and Health Insurance.” Be- 
fore becoming vice-president of the New 
York Indemnity Company, Mr. Bean 
was a record producer of accident and 
health business and his book is descrip- 
tive of methods that won success. It is 
of real value to agents, general agents 
and companies writing accident and 
health lines —Envitor’s Norte. 


Company 











is familiar with insurance terms and their vari- 
ous ramifications of meaning. Nothing could 
be further from the truth. The average pros- 
pect can appreciate a proposition that is de- 
tailed in a language he understands, but if you 
discuss underwriting principles, loss ratios, or 
other items equally foreign to him, he will 
simply turn a deaf ear to your canvass and 
you will go away empty-handed. Imagination 
is a quality that not all people possess and 
even if your prospects do have it, they will 
not use it to any great extent when you are 
trying to sell them insurance. This fact makes 
it necessary to speak in plain words and em- 
concise, pithy sentences as much as 
possible. Instead of saying to a prospect that 
the policy for accident and health insurance 
which you are putting before him “pays an 


ploy 


indemnity of———for accidental injury and 
provides————per week for surgeons’ fees, etc.. 
when total disability occurs,” tell him that your 
policy pays him so much cash per week if he 
sets hurt in an accident and cannot go to work, 
and that if he is sick and must be operated on 
for a certain disease the policy will pay him 
so much. Make him realize that if he does 
not take your policy he will be cheating him- 
self out of actual money at a time when he 
probably will most need it. 

The best salesmen of accident and health 
insurance are those who understand their busi- 
ness, know what their policies cover, and never 
get “cold feet.” There is no reason why any 
broker or agent should be hesitant about call- 
ing on a prospect for accident and health in- 
surance. You are just as important as an in- 
dividual as he is. In reality, he is not doing 
you a favor by taking out the kind of policy 
you recommend; you are doing him a favor 
by showing him how to protect his earning 
power and guard against future losses. Your 
presence needs no apology and none should 
be made. Fear of the prospect is something 
that no agent or broker selling accident and 
health insurance should ever experience. If it 
does rise in you, overcome it by remembering 
that vou are doing something that the pros- 
pect will probably later have cause to thank 


Et 


you for. Keep in mind the fact that you ren- 
der a real service to the individual and to the 
public, and then go ahead and outline the ad- 
vantages your contract presents. 


AROUSE INTEREST FIRST 

Never begin to talk about your policy until 
you have first aroused the prospect’s interest 
and have “warmed him up” by showing him 
why he needs it. If you operate in a rela- 
tively small community, bring before him the 
results of same local accident that occurred 
nearby, or casually mention the illness of a 
friend of his or someone he knows. Never 
make a point of this, but just speak of it in 
passing and infer that if the particular in- 
dividual had had your accident and health in- 
surance in force at the time, he could have 
collected a weekly indemnity from the insur- 
ance company. It is never necessary to go 
into the harrowing details of any accident, but 
make it clear to your prospect that accidents 
are no respectors Of persons and are just as 
likely to happen to him as to anyone else. Also 
stress the prevalence of accidental injuries to- 
day, as well as the frequency with which such 
events take place. After you have thoroughly 
aroused your prospect’s interest, and have ex- 
plained to him why he needs accident and 
health insurance, you can begin to outline the 
extent of the protection given by your policy. 


SystEM NEEDED 
health insurance, like 
system—system in 


Selling accident and 
anything else, demands 
picking prospects, system in making the ap- 
proach, and system in presenting your argu- 
ments. By system in picking prospects is 
meant that kind of common sense which pre- 
vents an agent or broker from calling on a 
man who is out of work or who, for some 
such reason, is not an immediate prospect. The 
professional man who is dependent upon fees 
for a living, such men as doctors, lawyers, den- 
tists, etc., are among the easiest to interest in 
accident and health insurance. They are 
aware that if disability stops them from work- 
ing, their incomes cease at once. Because of 
this knowledge, they are more open to con- 
sideration of the benefits of accident and 
health insurance than are men whose employ- 
ers might continue to pay their salaries if they 
were disabled for a few weeks. Of course, 
the latter too can be sold, but the agent or 
broker must use good judgment in selecting 
his prospects. He must study the territory he 
is to work in and then determine which classes 
of prospects in that section are most prosper- 
ous at the moment. Concentration on those 
chosen will bring its reward in commissions 
and in a sense of having discharged a duty 
toward others in a proper and efficient man- 
ner. 


(Concluded on page 20) 
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PREMIUMS AND LOSSES FOR 1924 IN CASUALTY SPECIAL LINES 
Transactions of Leading Casualty Stock Companies in Auto Liability, Auto Property Damage, Burglary and Theft, Plate 
Glass, Surety and Workmen’s Compensation 
AvTo ) LiaBILITy Auto Property DamaGe BurGLARY AND THEFT Pirate Giass StretTy Workugn’ 3 Comprysy'y 
NAME AND Location oF CoMPANY -— - -—---—- ae SS ee On 
P remiums Losses* Premiums Losses* Premiums Losses* Premium ms Losses* Premiums Losses* Prem emiums wrl 
American Stock Companies: 7 $ $ $ $ $ $ $ $ $ $ ae $ cas 
Aetna Casualty and Surety, Hartford, Conn. 2,223,477 836,400 2,865,796 1,271,186 ‘1,718,438 648,800 812,316 285,567 3,303,027 893,885 10,100 ray 
Aetna Life, Hartford, Conn..... en 6,040,611 2.572816 ......... A. Wega = ees eet ntges Fer oder Me Sa eres BS 10,154,209 who clair 
American Casualty, Reading, Pa. cates 427,449 110,230 171,931 59,580 18,695 8,644 109,407 39,338 vie ee ee oe 79,811 
American Employers, Boston, Mass....... 116,330 15,077 41,129 11,936 98,886 50,476 14,797 2,633 151,672 32,910 46,762 the prodt 
American Fidelity, Montpelier, Vt.. 39,122 10,902 17,532 4,555 anes wee 186 45 7,923 —894 282 solicitor 
American Guaranty, Columbus, Ohio........... 56,235 56,467 23,851 11,891 Rew 633 597 3 67,238 22,119 eed soHcl 
American Indemnity, Galveston, Tex. ....... . 36,481 85,433 14.346 10,198 Serene ise 91,584 30,706 73,492 43,378 most in a 
American Surety New York, N. Y.....-.-...... as Poe yc 704,898 264,767 3,517,742 1,298,854 diverse a ‘ | 
Capital City Surety, New York, BIW os : rise iter : ae renee ae Sesetie Bie ea 105,632 26,224 can aed in every 
Columbia Casualty, New York, N. Y........... 1,234,639 “420,634 407,682 212,675 219,180 113,365 167,645 57,790 232,453 60,326 997,866 703,705 ecessary 
n SSal ) 
Commercial Casualty, Newark, N. J.. s+  2)871,741 999,844 807,721 318,336 217,285 70,357 430,476 149,358 402,624 200,188 1,277,967 836,18 F pis effort 
Commonwealth Casualty, Philadelphia, Pa. . 669,285 376,997 213,053 92,053. a oasis ee reer aespdeisis Bre. Seinewes = 
Continental Casualty, Chicago, Il 1,679,569 898,387 615,813 299,774 85,630 245,944 91,658 444,175 52,180 1,759,779 1,327,724 knowledg 
Detroit Fidelity & Surety, Detroit, Mich... ae nee eee eae ss apace sae eats Sere Sahat 823,596 WTSIO wes oe hans 
Eagle Indemnity, New York, Se 627,699 176,524 200,156 88,584 111,934 55,772 115,296 31,120 181,456 80,665 420,285 256,856 able busi 
Employers Indemnity, Kansas Ci ity, Mo.. 308,450 125,795 84,357 37,685 4,070 87 188,871 63,266 262,743 143,284 308,963 179,499 failed to 
Federal Surety, Davenport, Iowa... ......... 145,194 20,481 63,449 15,779 31,781 7,438 40,001 13,390 305,224 75,700 169,734 88,104 Xi F 
Fidelity and Casualty, New York, N. Y.. 3,867,143 1,471,864 1,338,812 627,064 1,335,585 585,319 941,073 293,930 1,732,940 442,905 4,537,335 2,815,943 so forth 
Fidelity and Deposit, Baltimore, Md.. nee Reena ee o Sowrrente 989,520 462,301 ary souk heave 6,355,286 1,601,322 rere 8,075 " 
Fidelity Union Casualty, Dallas, Tex. . 204,498 76,732 87,714 38,657 563 ea 23,835 3,954 Slee iees are 595,604 392,904 
General Casualty and Surety, pee Mich. . 352,235 184,678 133,279 $8,186 1,671 6,866 32,862 52,923 158,007 67,322 549,888 312,493 
Georgia Casualty, Atlanta, Ga. er ree 1,047,754 soy 4 424,274 220,686 84,969 46,911 395,493 162,622 oawaas bee eee 770,314 430,421 sd 
Globe Indemnity, Newark, N. J. .% 3,677,009 1,178,318 513,434 1,104,463 410,373 592,930 185,684 2,048,265 701,427 4,848,939 2,808,080 This di 
Hartford Accident and Indem., aiisdine Conn. . 4,859,263 1,587,307 682,365 aes 582,133 584,039 190,869 2,026,776 546,899 5,561,389 — 3,575,500 a ale 
Hawkeye Casualty, Des Moines, S:... ; 68,060 30,969 9,366 ie hones Rens nen ees . se ceeee Fee ee eres as men < 
Home Accident, Fordyce, ATK. 327,955 110,540 33,671 "1,436 Pane Dae s Kipumteleiess peer aE 636 111 337,179 181,071 ing and e 
Indemnity Ins. Co. of N. A., Philadelphia, 1 ‘Pa... 2,314,961 766,480 350,174 495,567 174,387 282,146 99,604 700,116 212,091 2,520,343 1,252,034 ae 
Independence Indemnity, Philadelphia, Pa. 1,442,771 386,782 352,322 144,128 358,489 155,077 110,244 27,867 756,478 241,121 1,179,355 506,805 day of s 
International Fidelity, Jersey City, N. J.... : ete Deiat Soria mate j : ace pers 25,489 —1,837 asinine a veai b 
International Indemnity, Los Angeles, Calif. . 665,338 193,125 270,656 118 79,917 22,008 or tee 75,556 35,438 office, bré 
s. I 
Lincoln Casualty, Springfield, Ill.. 251,452 71,852 80,907 22,230 eee ee: ments 
Lloyds Plate Glass, New York, N. Y.. a ere fds eeere AR bare Ria Aree ae ee 1,047,915 338,163 5 erate sete see ae sae to fill. 
London and Lancashire Indemnity, Nev York. 853,588 339,130 265,302 112,505 113,322 37,873 110,108 35,418 131,709 182,757 286,753 161,78 mr 
Maryland Casualty, Baltimore, Md.... . a 3,984,998 1,715,783 1,356,116 612,999 1,444,200 652,130 753,078 263,133 —- 2,998,888 1,216,246 6,651,538 4,713,495 companies 
Massachusetts Bonding and Ins., Boston, Mass... 1.244.412 597,091 394,517  @182,451 448,101 265,986 386,728 @133,414 937,151  @293,588 233,152 allNG Fld not 
Metropolitan Casualty, New York, N. ¥....... 654,799 54,508 205,340 42,519 178,150 21,481 1,219,356 422,718 213,028 51,650 294,076 7320 Be COUN 
National Automobile, Lincoln, <e eae ore 19,282 3,611 ayers eee byaniaies ae maleaietie : S ee eacrae Bene PR technical 
National Surety, New York, N. eee SE, «ap teiptese S~iheions, SARODOBL- <ROCOUBR) oe... : 5,640,439 2,750,060 Tee 
New Amsterdam Casualty, ncaa, Md. 2,074,163 785,386 662,838 = 314,629 625,317 333,100 502,165 187,003 1,452,773 809,284 1,973,655 1,184 F Jems to | 
New Jersey Fidelity and P.G. s Newark, Nos 1,037,723 400,654 320,823 137,774 410,559 153,262 769,711 279,766 51,615 paar 25,133 7,80 mx ot 
New York Indemnity, New York, N. Y. 1,887,077 384,625 601,857 235,192 661,573 ame 321,306 108,906 184,538 22,729 1,942,679 880,238 large and 
New York Plate Glass, New York, N. Y. d...... : ne pseu necee sieeve : 1,359,165 455,404 ets elect achioentens "F990 ‘ 
Northwestern Cas. and Surety, Milwaukee, Wis. . 583,149 136,036 164,081 Lyf) eee Meee: 208,824 235,607 297,259 por companies 
Norwich Union Indemnity, New i, NY... 838,750 318,217 287,779 133,876 161,565 “45,111: 132,205 BORE <ocenee ace 878,719 485,00 arn 
Ohio Casualty, Hamilton, Ohio. . See 448,528 70,529 140,245 M0580... 57,976 11,683 ee Mii utery 
Phoenix Indemnity, New York, N. Y. 572,864 170,130 197,137 83,968 76,793 “95,210 73,274 SUAGO  xsscaecs : 326,448 6,7 honding 
Preferred Accident, New York, N. Y. 1,901,592 787,400 552,303 209,145 411,727 169,723 ee eae ere 231,057 208,402 ee Seif 5 
Republic Casualty, Pittsburgh, Pa SEN 681,151 297,489 281,577 174,041 52,519 31,279 177,797 103,024 290,749 90.549 | 764,811 ost | the avera 
Royal Indemnity, New York, nm. Y.. oe 3,727,231 1,546,045 1,168,492 529,730 980,849 462,838 464,578 154,443 1,132,170 457,500 3,428,924 iain: 
Security Ins. Co. of Calif., San Francisco, Calif... 171,824 50,175 34,399 14,064 Barnes 25,784 (60) MRSS - tees agents dé 
Southern Casualty, Alexandria, La. . 90,53 30,429 3,834 Laeee” tuitions eielagpeas signees soplueracere er sane 300,388 je ~ least . - 
Southern Surety, Des Moines, Iowa aha 77 301,235 933} '863 100,176 52,676 37,187 144,071 54,350 2,884,775 1,370,498 1,219,620 1.954 agencies ; 
Standard Accident, Detroit, Mich... .. . i 3,922, 1,775,750 1,013,199 466,230 226,479 58,949 173,993 40,968 1,077,816 172,576 2,995,728 "130.800 i ° 
Sun Indemnity Co. of N. Y,, New York, NY... "620, "296 177,338 185,559 80,233 61,831 5,666 34,063 2,664 232,830 23,502 250,746 dey is essentiz 
Travelers Indemnity, Hartford, Conn. . 199,680 37,203 4,143,468 1,790,018 2,108,310 853,449 += 867,757 «254,681... ss ae in of the ws 
Travelers Insurance, Hartford, Conn.. 11,454,384 4,039,292 De pees BEEN San waerateats : eae Jngters « RSs : : 18,204,848 1 099 = 
Union Indemnity, New Orleans, La... .. 1:118,083 561.784 390,983 211,109 531,078 + «247,999 «352,914 133,589 1,540,149 320,118 1,181,207 fire | profitable 
United States Casualty, New York, N.Y... .. . 2,190,298 945,595 657,785 «339,282 «282,969 §=—s«*108,969 = 204,754 «115,724 «swiss ...: 219548 oS 
United States Fid. and Guar., Baltimore, Md. . 5,512,932 2,420,233 ‘1,942,483 922,034 1,841,341 888,091 892,816 331,252 6,033,272 2,197,915 8,340, 356 Opi tendency 
United States Guarantee, New York, N. Y.. 215,440 15,861 ere ren alee 218,483 69,262 ogveeieins 206,223 115,816 Soe ye 
_— —— aa oc 7 mr 59 Of 
Totals, American Stock Companies... .. 81,638,310 31,621,326 27,122,874 12,086,504 22,158,960 9,750,669 15,429,589 5,287,127 49,156,087 17,388,703 88,094,083 55,150,361 Wi 
United States Branches of Foreign Companies. ‘ 6,066,867 I = 
Employers Liability, Boston, Mass. . . re 4,053,796 1,705,301 1,396,273 710,794 651,100 257,193 324,096 127,010 33,078 68,069 9,305,401 ),000,90/ t goes 
European General Reinsurance, New York, N. Y:. 616,481 67,775 4 1,715 2,008,970 878,578 pipes cat ee oe 518,402 870,266 17,664 9 061428 what we 
General Accident, Fire and Life, Phila., Pa... 4,408,192 1,802,667 1,336,629 668,513 222,338 98,702 161,091 52,181 ozenuetey Ses 3,508,992 =,U0i 
Guarantee Co. of North Amer., Montreal, Can... ; eee Raia Per Aan ad aes 60,429 34,808 <oaw gon 4.530,008 less his h 
London Guarantee and Accident, New York. . 032,483 1,512,002 ‘977, 216 492,503 457,215 267,404 "173,513 58,068 517,809 678,357 6,367,485 2 B02 Hi ; 
Ocean Accident and Guarantee, New York, N. Y 3,090,853 1,223,081 3b 514,552 792,936 491,485 392,572 139,221 90,810 24,678 5,133,987 031s ato Prone 
Zurich General Accident and Liability, Chicago. . 3,373,810 1,409,488 883°745 428,684 337,152 81,635 148,220 31,138 ‘ ; ae 3,702,453 2,001, whine Jet 
— — = $$$ $——_—————_-r09 640 
Totals, of U. 8. Branches of Foreign Co's “18,5 575,615 7,720,314 5,576,913 2. ‘816, 761 4,469,711 2,074,997 1,199,492 417,618 1,220,528 1,676.178 28,035,982 18,292,640 sie ee 
Reinsurance Companies. a 119.983 is human. 
American Reinsurance, Philadelphia, Pa. . ; 586,066 145,732 700 4,597 7,868 —4,543 meee ; 272,588 ri his time 
First Reinsur. Co. of Hartford, eg Conn. ; ae : ee ee 91,294 €44,230 192 85,7 a | ao ee 
General Reinsurance Corp., New York, N : 265,43¢ 38,991 5,337 805 75,005 120,724 ; 360,228 170, 217 143,612 sae sity for 
Totals, Reinsurance Companies........ 851,502 184,72 6,037 5,402 174,167 160,411 360,415 416,200 195," by the pr 
Stock Co’s on Co-operative Plan. a 125,081 consequen 
Manufacturers Casualty, Philadelphia, Pa. ... 210,924 90,009 73,007 24,301 ee Senet 247,814 742,077 inclined t¢ 
Manufacturers Liability, Jersey City, N. J.. 388,430 172,438 101,465 55,138 6,417 1,419 817,401 481 : 
New Jersey Mfrs., Casualty, Trenton, N. ee 229,944 65,990 Fssstore bead oe eS eee 1,420,914 1,8208H which iny 
Pennsylvania Mfrs’. Ass’n Casualty, Phila., Pa 465,408 155,980 191,892 75,836 3,218,405 LAIN Shing 
Pati d hea ——$—$—$<—$—<—$————— ce in ci 
5 ve 3 0 
Totals, Stock Co's. on Co-operative Plan. 1,294,706 484,417 366,364 155,275 6,417 1,419 704,624 ssi stant atte 
—_ ss ——_—_—_—_ = 4 504 Stant attet 
Chet iy Ur). AS a 102,360,133 40,010,780 33,071,688 15,063,942 26,809, 255 11,987,495 16,629,081 5,704,745 50,7: 37, 1030 1, 320, 836 36 122,160, j0,g89 Ti te: In 
y : Soi : ny nes ; ‘9 with capita! offer me 
* Does not include investigation and adjustment of claims. a@ Includes investigation and adjustment of claims. 6 Includes pronerty damage. d This company now the New York Casualty Co. #! ee 
of $750,000 and authorized to write additional line. e Burglary. T roses 
BA Sets Gon, pte ee a 5 ee eee srs a ek eee «paved hig 
* e ° ~ ° . + senc = 
Yellowstone Park Fire brought under control only after it had caused ports describe the fire as the most destructit : € Of | 
= . ‘ ° : : 3 a ; : zai a 2 
Fire, which followed the explosion of an oil damage estimated at between $500,000 and to improved property in the history 0! the ‘ —_ 
" ° . . ° ° stro: 
furnace in a blacksmith shop at Mammoth $750,000, including complete destruction of a park. ngly 
Springs, in Yellowstone National Park. was garage containing 100 passenger buses. Re- —Safeguarding America Against Fw. 
LZ 
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GAIN A WORKING KNOWLEDGE OF AND DEVELOP ALL LINES 


\anager, Development Division, 
QO man can expect to become an under- 
writing expert in all surety, fidelity and 
[ have never known one 


casualty lines. 
This fact does not lessen 


who claimed to be. 
the productive ettectiveness of the agent or 
solicitor who puts his or her best foot fore- 
most in an effort to become a general producer 
in every line possible. The man who puts the 
necessary mental and physical force back ot 
his efforts, can acquire a sufficient working 
knowledge of every line to develop a profit- 
able business in each. If some of us had 
failed to do this. we would doubtless have to 
go forth and look for other jobs. 


FUNCTIONS OF SPECIALISTS 
This does not mean that specialists as well 
as men and women who possess general train- 
ing and experience are not needed. This is a 
deve of specialists. They must direct home 
office, branch office and large agency depart- 
ments. They, therefore, have necessary places 
to fill. Without them surety and casualty 
companies and their most important outposts 
They must possess highly 
With the intricate prob- 
lems to be solved: questions mvolving great 
sums of money: matters in connection with 
large and oftentimes intricate risks which their 
companies are asked to assume, specialists are 
absolutely necessary. But specialization in 
bonding and casualty lines has no place in 
the average agency office. The profit of such 
agents depends upon the development of at 
least a majority of the lines written. In these 
agencies a working acquaintance with all lines 
is essential. reason why a large per cent 
of the smaller agents do not secure a more 
profitable volume of business is the natural 
tendency to specialize on a few lines. 


could not carry on. 
technical education. 


One 


Wy AGENTS SPECIALIZE 

It goes without saying that we can do best 
A man cannot succeed un- 
less his heart is in his work. Then, too, we 
are prone to fallow the line of least resistance 
when left to judge of and guide our own per- 
This latter tendency, which 
's human, too often leads an agent to devote 
his time to the development of lines the neces- 
sity for which: is most generally recognized 
by the public and the devefopment of which 
consequently requires the least effort. He is 
inclined to pass up those lines the handling of 
which involves many details, and proper ser- 
Vice in connection with which calls for con- 
stant attention after the business is once writ- 
ten. I must that if man 
offer me a job located in the center of a bed 
ot roses which 


So Many 


what we like best. 


sonal activities. 


admit anv should 
could be reached by a flower 
paved highway. I could be assured of the ab- 
sence of thorns. and I could function in men- 
tal ease and physical comfort, I 
strongly tempted to accept. 


should be 
- But success in 


By JosepH R. WILson, 


Maryland Castialty Company. 


business is not reached over a rose covered 
path. Much less is it attained by 
personal preferences. It is to be had in only 
one way—doing with our might all that our 
brains, bodies and hands find to do. In fact 
there is no unobstructed route to victory in 
these days of sharp competition and increas- 
ing demand for complete service. The suc- 
cessful bonding and casualty agent, then, must 
be a four-square, general producer. If he does 
not make up his mind to overcome all obstacles 
and become such, he might as well quit the 
business and seek the companionship of lounge 
lizards or other persons of ease and leisure, 
are 


following 


and join forces with those “whose faces 


always seen in public places,’ and his voice 
with that self-opinionated class whose favor- 
ite amusement is to tell how the government 


should be run. 


ISFFICIENCY IN BUSINESS 

We read much and hear more about efficiency 
in business. Efficiency experts tell us how we 
can now make one dollar play the part of 
two. Many efficiency engineers have splendid 
systems and we will do wel? if we give heed 
to their plans, but the foundation of efficiency 
is personal equipment. No matter how effi- 
a system may be, a child could not be 
immature lad 


cient 
trained for a man’s job. An 
can become an efficient office boy but if he 
should swap places with the boss, something 
disastrous would happen. An office boy can 
take orders. The insurance agent or solicitor 
is not an order taker. That is, he must be 
far more to make a go of it. He must be a 
salesman. Salesmanship is a job which only 
well-equipped men or women can hold. 


Dipn’t Know How 
A clean cut, enthusiastic young chap breezed 
into my office and, after giving his name, fired 
at me: “Mr. Wilson don’t you want some 
life insurance?” “Of course, I do,” 1 
“How much?” asked the solicitor. | 
“Oh! a mil- 
to-day,” I 


more 
replied. 
assumed that was what he was. 

lion dollar policy will do for 
answered. The young fellow gasped. I 
imagined I could hear heart beat with 
excitement as he did some quick mental cal- 
culating as to what the commission on the ex- 
He acted as if 


his 


pected premium would total. 
he was in danger of having a fit. 
excited get his 
from his pocket. 

“What sort of policy do you want?” quer- 


He was so 


he could hardly rate book 


ried my visitor. 
“What kind are you selling?” I 
He attempted to outline his policies, show- 
ing in so doing that he was not onto his job 


asked. 


or was too excited to remember his sales-talk. 
Certain it was he utterly failed to so present 
his proposition as to make any impression. 
Then, in order to relieve the suspense, I in- 
formed my caller that while I would, in fact, 


Author of “Surety and Casualty Salesmanship” 


like to have a million dollar life policy, I could 
not then give him an application. After some 
weak efforts to persuade me to change my 
mind, the young man left certainly a sadder 
and, I hope, wiser man by reason cf having 
learned from experience the faulty character 
of his approach and presentation. Had this 
solicitor formed any advance conception as to 
the character of proposition which might gain 
my favorable consideration, and had he been 
prepared to present his case properly, the re- 
sult of his call upon me might have been more 
favorable. Not to the extent of an applica- 
tion for a million dollar life policy, be it un- 
derstood, but to some extent at least. 
ANALYSIS OF TERRITORY 

The first step for the agent is to analyze 
his territory. Know what banking, mercan- 
tile, manufacturing and other institutions, both 
public and private, contractors, fraternal and 
other organizations, public utility corporations, 
places of amusement, public officials, lawyers 
and other concerns and citizens of standing 
are in the community. 


Carp REcorp 

make a card record of all desirable 
Let each card contain the name, ad- 
dress and class of business of a prospect. 
Check on the card those forms of coverage 
the prospect should normally have for his com- 
plete protection. The card should have blanks 
for entering the expiration dates of existing 
bonds and policies so that renewals may be 
solicited, and for a record of all calls made 
on the prospect. 

Classified telephone and city directories fur- 
nish guides for the preparation of card rec- 
ords. Knowledge of coverages enables the 
agent to know what bonds and policies apply 
to each prospect by reason of the-character of 
his business; bonds and poficies which each 
prospect should under normal conditions have. 

After an analysis has revealed the surety 
and casualty resources or possibilities of his 
field, and the data has been entered on pros- 
pect cards, the agent has a definite obiective 
—to prove to each prospect his need for cer- 
tain forms of protection in sufficient amounts 
to cover all possible losses, and then to sectire 
applications for the bonds and policies each 
prospect should have to safeguard himself. 


Next 


prospects. 


CONVERSION OF PROSPECTS 
A client is a converted prospect. A pros- 
pect becomes converted into a client when he 
is convinced that he needs the 
offered and proves his conversion by signing 
an application for that protection. It is mani- 
festly the function of the agent and solicitor 
to convert every prospect and to 
convert him completely. No man_ performs 

(Concluded on page 27) 


protection 


desirable 
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_ 4 LETTER FROM AN AGENT ON RENT AND RENTAL VALUE INSURANCE 


WILL <never forget the few words one of 
| my clients said to me one day after a loss 
had been settled on his apartment build- 
ing. To-my shame, he heard about rent or 
rental value insurance for the first time while 
we were adjusting the loss. The words of 
Thackeray will always mean more to me now 
because I have associated them so closely with 
what this man said. Thackeray wrote : “You 
can’t order remembrance out of the mind; and 
4 wrong that was a wrong yesterday must be 
4 wrong to-morrow.” 
| had wronged my client. No amount of 


care in the future, in watching his interests 
can make up for the hundreds of dollars that 
he lost when his building burned and he had 
never even heard of rent insurance. Up until 
the time of this loss, I had devoted myself to 
the few lines that seemed to offer me the big- 
gest income regardless of what my clients 
might need. I know now that I was not build- 
ing my agency business soundly or effectively 
but it took that loss to convince me that be- 
ing in the insurance business—professing to be 
an insurance agent—an insuror, if you will— 
carries with it direct and important obliga- 
tions. 

A few nights ago, my coal dealer called me 
yp and told me that coal would be down in 
price this month and that I had better take 
advantage of it. If he hadn’t called up—and 
I had discovered that coal had been down in 
price with no indication that I should put in 
next winter’s supply, I could justly have con- 
sidered the coal dealer “not on the job” and 
yet, I have been “not on the job” when it 
came to looking after my own business. 

There is another quotation I am fond of 
using at the proper moment, “Everyone can re- 
member that which has interested himself.” 
We as insurance agents can remember and can 
sell the lines that we have studied sufficiently 
to know where they fit in to the general scheme 
of things. 


Meets A Community NeEeEpD 

Rent or rental value insurance, now that I 
have studied it, appeals to me—it meets a need 
in my community and I find that, once ex- 
plained, it can easily be sold. 

Tam sure that the editor of THe SprcraTor 
lid not want me to set out and explain the 
details of rent insurance and TI will not attenipt 
odo it. I would however, like to give some 
of the reasons why rent insurance now appeals 
ome as an important part of the service I 
must give my clients. 

Among my clients I found that I had a few 
old families owning, it is true, considerable 
Property, hut no longer engaged in business of 
any kind—depending on their income from 
property investments. One charming old lady, 
I mention particularly, depended for her in- 
tome on the rents of a downtown business 
building. 

Supposing a fire had partially destroyed this 


building and her teriants were forced to occupy 
other quarters until the building could be re- 
stored, the income from that building would 
have stopped for a period of months. This 
little old !ady could not afford to have her in- 
come stopped for a period of months—and 
naturally was glad to learn of the protection 
that rent insurance would afford her. 

If it is wrong to subject someone with no 
business experience, depending entirely on a 
rent income, to a possible loss of this income; 
it is just as unfortunate for the insurance 
agent to allow anyone with a rent income to 
suffer a loss of that income. The business man 
is just as helpless to avert the loss of rents 
from his building when fire causes his tenants 
to move, as anyone else would be. 


An EXPERIENCE WITH A GROCER 

One of the larger buildings in my town is 
owned by a grocer who does a thriving busi- 
ness. He occupies the ground floor and rents 
out the upper five floors to office tenants. 

When we had our serious fire last Spring it 
was really this building that stopped the fire, 
although it was rather badly damaged at the 
time. 

My grocer friend was able to find a tempo- 
rary stand down the street for which he natu- 
rally paid a high rent. The other tenants were 
out of the building four or five months until 
the building could be repaired. 

The grocer told me not long ago that the 
fire had cost him $9550 in rents and the rent 
he had to pay elsewhere. He was out of pocket 
$9550 that he could have had from the insur- 
ance companies by paying $142.60 each year 
as a premium for a rent and rental value pol- 
icy. When I sat down in my office and fig- 
ured this out I felt sick—I had put the ques- 
tion of rent insurance to him at least a year 
before the fire but unfortunately he had put 
it off and put it off until at last he turned it 
down completely, saying in a friendly and vet 
decided manner that he was “insurance poor.” 

I wanted to remind him when I was talking 
to him about the loss, about his statement of 
being “insurance poor?’ and ask him if the 
feeling of being “without insurance poor” 
wasn’t a whole lot worse, but I resisted the 
impulse, although I believe he knew what I 
was thinking. Certainly he carries rent and 
rental value insurance now. 

My former attitude was to make a particu- 
lar effort to sell insurance to those who could 
easily afford to pay large insurance premiums. 
My attitude now is to make my strongest 
effort to sell insurance to those who think that 
they can not afford not to carry insurance. 

As an example, a young couple I have known 
for some time recently were able to purchase 
their own home. They had been saving ever 
since they were married and had at last been 
able to pay down an amount and move into 
their own home. 

In this case I made a special effort to sell 
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them rental value insurance in .addition to the 
ordinary fire insurance. I sold them rental 
value insurance because they couldn’t afford 
not to have the rental value of their home pro- 
tected. If. a: fire, burning their own home, 
should force them to live temporarily some- 
where else, they would be forced to pay at 
least $60 per month in rent for quarters that 
would compare with their own home. $60 per 
month is a large item to a young couple who 
have planned carefully on their ability to meet 
the payments on a new home. So for $2.04 
I was able to insure them against this loss for 
three years. The premium on a policy of this 
kind is so very small that the corresponding 
commission on it does not pay for the effort 
of selling it. The fact that you have pro- 
tected people who could not afford “not to be 
protected,” however, means a lot and makes 
the sale of the policy well worth while. 


A Sate WitH Rewarps 

I may add here that the sale of this policy 
did not go unrewarded by any means. The 
young couple talked about “the new kind of 
insurance” as they described it, at a card club 
and a number of other young couples have 
come in for policies, asking me at the same 
time to take care of other more important 
lines for them. I don’t want to emphasize the 
number of automobile or fire insurance poli- 
cies I have written as a direct result of going 
out of my way to make sure that these voung 
friends were protected, but I do want to 
emphasize the point that we, as agents, owe it 
to ourselves and to the community we serve 
to give a service not measured in dollars and 
cents. 

I don’t want to be thought altruistic in any 
sense of the word when I say that { am 
endeavoring to forget commissions now when 
T sell insurance. I am trying to protect every- 
body I come into contact with from every 
possible loss that they may be subject to. 

I find that selling insurance on this prin- 
ciple takes care of itself. I am being trusted 
to a greater extent than ever before to “take 
care’ of a man’s insurance. A new signif- 
icance of my work in the community has come 
to me and is generally being recognized by 
others. Forgetting myself and the commis- 
sion, I put a new force into the selling talk 
and am able to put myself, as I sell, into the 
prospect’s place. 

My business, not only in rent insurance, 
which I have merely used as an example, has 
increased in a most gratifying way since I 
have seen my business in the new light I have 
tried to explain here. 

My only excuse in accepting the editor’s in- 
vitation to tell about it was that I might be 
able to persuade other agents to think of the 
so-called side lines of the business as a means 
of better protecting their clients—increasing 
their own usefulness and value and, incident- 
ally, improving their premium incomes. 


Cz 
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NOWHERE ELSE IN THE WORLD 


Is there assembled under one roof such an array of surety talent as the NEW YORK 
INDEMNITY COMPANY has at its disposal. 

It is precisely the same talent that built the enviable reputation now enjoyed by the 
NATIONAL, THE WORLD’S LARGEST SURETY COMPANY. 

It is precisely the same talent that has developed more new forms of Suretyship than all 
other companies combined. 

It is precisely the same talent that has pointed the way to MILLIONS IN COMMIS- 
SIONS to agents. 


WE OFFER THIS UNEXCELLED SERVICE TO FIDELITY 
AND SURETY AGENTS. IF INTERESTED ADDRESS 
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AUTOMOBILE INSURANCE 
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DUTIES 
ONTRACT bonds are perhaps the most 
C important coverages offered in the field 
of corporate suretyship. In their broadest 
scope, they are those bonds required as guar- 
antees for the proper performance of any type 
of contract. As a matter of fact, in actual 
practice, the contract relationships most fre- 
quently embraced in contract bonds are those 
arising in connection with contracts for build- 
ing and construction work and excavations. 

Municipal and State projects such as tunnels, 
bridges, subways and similar enterprises all 
‘avolve contract bonds at some stage; and, as 
a result, there are limitless opportunities for 
the agent and broker in this form of surety. 
From the standpoint of earned commissions, 
contract bonds form one of the most profitable 
fines of insurance for which agents and brok- 
ers solicit and. so, the companies’ represen- 
tatives should give the sureties the benefit of 
whatever searching investigation they can mike 
regarding the desirability of the risk. 

There is scarcely another type of coverage 
in which the agent or broker who really 
knows his business can be of such great as- 
sistance to both the surety company and the 
cient. While some large contractors deal di- 
rectly with the surety companies, the applica- 
tions for these bonds, in the majority of in- 
stances, are received from the brokers and 
agents. Thus, on the one hand, the agent or 
broker finds that the contractor expects him to 
do all he can to secure the bond as desired; 
and, on the other. the surety company wants 
the agent or broker to give it every possible 
kind of information that may have any bear- 
ing on the desireability of the risk. 


Acents’ Duties 
When a contractor applies for a contract 
bond, the surety company anticipates that the 
agent or broker will furnish all available data 
on the prospect. The important considerations 


are: 
How long has the contractor been in busi- 
ness ? 
What previous contract has he executed and 


has he specialized on any particular type of 
construction or other work? 

Does he operate as an individual or in con- 
junction with others? 
What is his character? 
of credit and how much? 
How much credit has he previously ob- 
tained? Was it granted on his note or was 
collateral and endorsement needed? 

_ Through what bank does he deal and what 
is that bank’s limit of credit to him? 

What is his reputation for honesty and in- 
tegrity ? 

_Is his equipment for the task adequate and 
i good condition? Does he keep an accurate 
records? 


set of hooks 
ed the contractor’s 


What is his source 











Having secu financial 
statement, does it show the contractor’s finan- 
dal condition as of the date of the application 
or as of the date of the statement itself? 

In determining how long the contractor has 
en in business. the general aspect of the 
organization must be taken into 
Some surety underwriters would be 
nel; ' . oe e . 
inclined to look with suspicion on an applicant 


contractor's 
account. 
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OF AGENTS AND BROKERS IN REGARD 


who has just entered the contracting business, 
whereas, in reality, that man may have a good 
organization, a splendid reputation and _ solid 
backing. Unless the agent or broker puts this 
information fully before the surety company, 
the bond may be delayed or even refused. The 
home office underwriter naturally makes his 
own independent investigation, but if the agent 
or broker can obtain data applicable to the 
risk it will greatly simplifv the effort neces- 
sary on the part of the company and will re- 
sult in a quicker solution of the problem. 


Items To Note 

Information about contractors who apply for 
contract bonds can he secured from competi- 
tors, local bankers, people, material 
supply firms, and sources, and the 
agent or broker should not neglect anything 
that may affect the underwriter’s decision on 
the bond. 

The surety company guaranteeing the per- 
formance of a contract in accordance with its 
terms, naturally wants to know exactly what 
it is that is being guaranteed. For this rea- 
son, a copy of the contract should be sent to 
the surety company’s home office together with 
the application papers and other details. This 
point is sometimes lost sight of by agents or 
brokers who are anxious to give the quickest 
possible service to a client who may be giving 
them profitable lines of insurance other than 
contract bonds and who suddenly applies for 
a contract bond. The most fatal weakness in 
the matter of a contractor’s credentials, from 
an underwriting standpoint, usually is found 
in the question of financial resources, and the 
agent or broker’s investigation of this cannot 
Le too rigid. Assets should be carefully 
scrutinized, as these usually include equipment, 
real estate. cash, stocks, supplies and accounts 
receivable. The equipment any contractor has 
on hand for the particular work for which a 
bond is sought, is subject to varying ratios of 
depreciation before the contract is completed: 
in fact, it may arrive at such a condition as 
to be practically valueless. This means that 
surety companies credit but little to equipment, 
only rating it on the basis of what might be 
realized on it after the completion of the con- 
tract. Of course, large equipment should be 
listed, but one of the main reasons that com- 
panies look at the equipment with a careful 
eve is that many contracts provide that, if de- 
fault takes place, the equipment should remain 
on the job for the benefit of those who carry 
out the contract. 


trades 
similar 


DIsTINCTION IN AccouNTS 

The agent or broker should also pay particu- 
lar attention to the distinction between a con- 
tractor’s accounts due and his accounts re- 
ceivable. Accounts due are those on which 
the work has already been completed and 
which represent actual cash due to the con- 
tractor. Accounts receivable are only those 
which may become due upon completion of 
work which the contractor may have outlined 
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TO CONTRACT BONDS 


or which has been promised to him. Some- 
times it also includes contracts which have 
been won but which have not yet been begun. 
Accounts receivable actually stand for the con- 
tractor’s hopes and not his actualities. As a 
consequence, the surety company cannot put 
too much reliance in them as assets and the 
agent or broker should remember this and act 
accordingly in sending his information to the 
home office. No agent has any authority to 
sign contract bonds except as such authority 
may be delegated to him in his underwriting 
contract. 

The amount of uncompleted work the con 
tractor may have on hand at the time of appli- 
cation for a new contract bond has a great 
deal to do with the decision of the surety com- 
pany as to whether or not it will execute the 
bond. The agent or broker through whom the 
application is filed should bear this in mind and 
should submit any information dealing with 
this important point at the same time that he 
files the application for the bond in the inter- 
ests of his client. 


IMPORTANCE OF Bins 


In addition to the foregoing considerations, 
it is also desirable to have the agent or broker 
inform the surety company regarding the scale 
of bids on the contract as awarded to the con- 
tractor seeking the bond. In other words, if 
the next nearest bid is such as tol indicate that 
other contractors were willing to perform the 
stipulated contract it is a reassuring feature 
from an underwriting standpoint. If other 
bids on the contract were a long way off from 
that of the contractor who was awarded the 
work, the surety underwriter will realize the 
presence of an element that needs further in- 
vestigation. Occasionally when this occurs, 
the contractor will endeavor to suppress the 
fact, but the agent or broker will know that 
there is the chance that he has miscalculated 
or overlooked some phase of the job which 
may cause trouble later, and this knowledge 
should be imparted to the home office of the 
surety company. 


LarGE CONTRACTS 

Many big contracts stipulate that, as the 
work progresses, the contractor is to receive 
less than a pro-rata share of the contract 
price; meaning that the contractee is permit- 
ted to withhold a certain percentage of the 
price during the progression of the contract 
and for a time after its completion, as 2 pro- 
tection against unforeseen eventualities such 
as liens, defective work, etc. This factor is of 
advantage to the surety company and has teen 
responsible for many averted losses. If it 
once becomes an established practice to re- 
lease such a percentage at the request of con- 
tractors who ask their sureties to pay the re- 
tained percentage before it is actually due. it 
simply means that the surety company is act- 
ing as a bank and is loaning money to the 
contractor; an unwise step. 
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INSURANCE STOCKS AS INVESTMENTS 


3v W. H. Woopwarp, 


Manager, Insurance Stock Department, Clinton Gilbert, New York City 


ANY thousands of investors have 
M learned the value of buying the stocks 

of our leading banks, trust com- 
panies and title companies and have discov- 
ered the advantage of acquiring them at the 
proper time and price. A good percentage of 
such bank stock buyers have gradually 
acquainted themselves also with the attrac- 
tiveness of insurance company stocks as con- 
servative and profitable investments. The 
general investing public is likewise becoming 
more and more familiar with this class of 
security and close observation reveals the fact 
that, once having ventured into this field, the 
average investor continues to invade and ex- 
plore it to his advantage. 

The record made by the stocks of our lead- 
ing insurance companies has justly earned for 
then a high rating as time-tested and re- 
liable investments. Like bank and trust com- 
pany stocks, they show, over a period of time, 
attractive returns to the holder by virtue of 
their generous cash dividend payments and 
their occasional stock dividend disbursements. 

The insurance companies are, as a class, 
conservatively managed, a condition prevail- 
ing not only because of the fact that high 
salaried officials of mature judgment and 
experience are employed to conduct their 
affairs, but also from the fact that the char- 
acter of the investments which the companies 
make is in a large measure regulated by the 
laws of the State in which they conduct their 
business. 

As for the underwriting feature of the in- 
surance business, long experience has taught 
the value of widely distributed risks usually 
secured, especially in the case of the very 
large companies, through the establishment of 
agencies in all cities and towns of importance 


in the individual States. Large losses from 
fire or flood, etc., in any one district, there- 
fore, are extremely unlikely to materially 
affect the resources of the insuring company. 

Keeping their assets very liquid is a trick 
long since mastered by experienced insurance 
company officials. Seasoned bonds, stocks and 
good first mortgages constitute the principal 
mediums of investment for their funds. Ade- 
quate reserves for reinsurance risks are set 
up, which must be taken into account when 
computing the liquidating value of insurance 
company stocks. 

Long established insurance companies which 
have accumulated large surplus accounts and 
reinsurance reserves find themselves at cer- 
tain periods in an extremely fortunate posi- 
tion because of their ability to take advantage 
of security market conditions which enable 
them to purchase to great advantage and reap 
their reward at later dates when prices have 
advanced. Such advantages are seldom 
afforded the private investor, who has not 
always the necessary funds available at the 
moment to purchase when prtfces are low. 

Continual growth in asset value is certain 
to result over a period of time, with the re- 
sult that unexpected increases in cash divi- 
dends and additions to capital to meet the de- 
mands of constantly increasing business occur 
at not infrequent intervals. Stockholders at 
such times are elected to share in the benefits. 

Only a little consideration need be given to 
the tremendous strides made by business in 
general throughout the United States to re- 
veal to the thinking investor the multitudinous 
forms of insurance risks that are to be cov- 
ered. Buildings, factories, homes, warehouses, 
freight depots, etc., as well as their occupants 
and contents are all to be insured. Hardly a 


single individual nowadays escapes the neces- 
sity of purchasing some variety of coverage, 
and premiums, large or small, must be’ paid 
for the protection afforded. 

The scope of the insurance business is almost 
Business could not be conducted 
without it. It is an indispensable factor to 
modern commerce. The current activity in 
the building line alone affords some idea of 
the tremendous field which the insurance com- 
panies have to cover. 


universal. 


Insurance Stock Values 


In determining the value of any insurance 
company stock, such considerations as the past 
record of growth, the record of dividend dis- 
bursements and the present resources of the 
company are important factors. The book 
value of an insurance stock, however, is an 
entirely inadequate measure of value. The rea- 
son for this is the fact that the stockholders 
of nearly every insurance company have an 
equity of considerable amount in the company’s - 
reserve accounts. The accounting and the 
financial statement of a life insurance company 
are so complex that it is impossible to arrive 
at even an approximate estimate of this equity. 
To determine this hidden value in the case of 
a fire company, however, a general rule which 
is fairly accurate is customarily used. 

The book value of the capital stock of a fire 
insurance company, as of any other corpora- 
tion, is of course the sum total of its capital 
and net surpius accounts. The addition to. that 
amount of that part of the premium reserve ac- 
count whic is equal to the company's ratio of 
expenses would bring the company actually to 
the point of liquidating value. That amount is 


(Concluded on page 20 





INSURANCE STOCK QUOTATIONS 
The table below was corrected for THE SpecraTor by the firm of Noble 
& Corwin, New York, who make a specialty of this class of securities. 


New York and Hartford Casualty and Surety Stocks 


Capital 

(000 Omitted) Bid 
Aetna Casualty and Surety........ 2,000 600 
BORNE i. 3s oreinr cack oleh: acer eebiee $10,000 820 
American OMNES eo ocr crcncis Sa aate *5,000 137 
Fidelity and Casualty............. M4,000 115 
Hartford Steam Boiler............ A2,500 450 
Metropolita GOOG ccecaccoleseaten 750 82 
WAUIONON SUECOT soc 5 ccoiecsirmereiecs B10,000 208 
New York Plate Glags.........00: 4,500 90 
Prefe red Accident.............02- 1,400 525 
Travelers....... ssnateinca sialcie eia/atels 10,000 1020 
United States Casualty............ G1,000 325 


—_— 


* Par $50. + Par $25. t Cap. inc. from $7.500 in Aug., 1923, at $100. § 100% stock div 
Oct., 1923 A Cap. ine. from $2,000,000 by stock div. B Cap. inc. from $7,000,000 by 
D 4% extra July, 1923, and 14% extra Jan., 1924. Gcap. 
nc. by stock div. Dec., 1922. M Cap. inc. from $2,000,000 by 100% stock div. Nov., 


stock div. 22 6-7%. 


1922, par value $25. 


All the above stocks have a par value of $100 except as otherwise noted. 


New York and Hartford Fire Insurance Stocks 


Capital 
(000 Imitted) Bid 
Aetna Insurance Co.............-. 5,000 585 
American Alliance..............0% 1,000 265 
Assurance Co, of America.......... 2,500 160 
Bankers and Shippers............. 1,000 180 
City of New York. ........-c.cs00 1,000 228 


Globe and Rutgers......... 
Great AmMesicatt . 6 cecccccs 


RIMMOMOE Sain c ec c6 ue ceccw aso 
Hartlord Bi@. oc ccesccsce. 
Asked Dividend Rate pee ae 

610 12QJ Merchants Fire,com....... 

830 12 OF Merchants Fire, pfd... 
141 6 OD 31 National Liberty.......... 
120 “4 OT Nattoal Fire... ..0:<cccccces 
fis 15 OF INDONES S dioceses asececeas 
87 4yar 1s Newth Miver. «2 6 .cc.ccess 
°11 903 2 Northern........ceseseeee 
96 40M 31 PACHHO so ioc s occ cenvevceces 
heen 18 Mo PMOPEG Soc s.cevcvecncteces 
¢ D 16 Ba Ere ee 
= 10 Ors WHER SUMED. 6 x ccc nnesss 
; WHMIS nc ccacccdad ceeades 
WesteHeste? 6c cuccuccesns 





* Par $50. t Par $25. 


November. 


value com. changed to $25. 


Commonwealth............. 
Continental... <sccscccswes 
Fidelity-Phenix............ 
i eee pe 





rere 500 300 waas 10 J 31 
Peirce +10,000 110 114 6 J&T 1b 
errr U5,000 160 165 6 J&7 10 
eoecece +1,000 161 165 7 J&J 

1,000 38 40 2.400 
aaa dad 3,500 1,300 1,350 2.40 OF 31 
weeaaes 712,500 270 275 16 OF 15 
reece T1,500 175 anes 5 OF 2 
i dereeee W8,000 575 585z 200 
018,000 350 355 18 J&J 
eieraae N750 130 stan 5.50 OF 
N250 100 110 7 OF 
Pee rrry *1,500 220 casa 8 J&J 15 
awees Y3,000 690 705 20 
danas *K3,000 215 220 8 T&T 14 
ecccces P+2,000 98 108 3 OM 15 

cecese C1,000 265 Pee 10 J&J 
eneeees +400 225 aay L6O7J 
a aaaiaa A5,000 520 530 24 OF 
Crore 700 165 rere 6 
waaastas J R2,000 135 4QOF 1 
eeecre 200 85 6 A&O 
weacuus tF1,500 41 43 E20QOF1 


tPar$10. {§ Par $20. U 5% or $1 extra, May, 1923. § Ex. 
stock dividend. A Cap. inc. from $3,000 in Dec., 1922, at $100. C Cap. inc. from 
$500,000 Dec., 1923, at $125. 
F Cap. inc. from $1,000,000 Dec., 1923, at $30. 
000,000 by stock div. 25%, Nov., 1922. 
from $2,000,000 by stock div. Dec., 1922. 
stock div. June, 1923; com. $600,000 to $7.500,000: prfd. $100,000 to $250,000; par 
O Cap. nc. from $12,000,000 by 50% stock div. Dec., 1922 
P Cap. inc. from $1,000,000 June, 1920; 50% stock div.. 50% sub. $31.25. R Cap. inc. 


E 1% % extra February and August; 1% extra May and 
_ H Cap. inc. from $10,- 

1% extra each div. period. K Cap. inc, 
L $1.50 extra April, 1924. N Cap. inc, by 


Asked Dividend Rate from $1,400,000 and Colonial Assurance merged Dec., 1922. 7 Cap. inc. from $1,000,- 
595 24 OJ 000 by 50% stock div. Aprl, 1923. U Cap. inc. from $2,500,000 by sale at $35: par 
275 20 OF 15 value reduced to $25, Oct., 1922. V Cap. inc. by 400% stock div. Dec., 1922. TV Cap 

8 F&A 1 nc. from $4,000,000, April, 1922. _Y Cap. inc. from $2,000,000 by sale at $200 in 1924. 
xore. 10 QM 1 X 5% or $lextra May 11,1923 2 Ex Rights. - 7 
235 12J&J All the above stocks have a par value of $100 except as otherwise noted. 
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on Motor VEHICLE TORNADO Harn SPRINKLER LEAKAGE 
COMPANY - ne 
American Stock Companies Premiums Losses Premiums Losses Premiums Losses Premiums Losses 
— $ $ $ $ $ $ $ $ 
Aetna, Hartford 2,003,053 871,370 1, 347, 093 487,550 323,129 411,941 37,837 16,596 
Agricultural, Watertown 600,810 215,808 13: 46,871 Spee casuay 9,175 7,139 
Albany, Albany... ... 18,844 3,975 9,665 3,511 340 139 28 
Allemannia Fire, Pittsburzh 17,442 1,952 37,600 8,569 Seay 3,035 56 
Alliance, Philadelphia. . 255,525 96,769 97,553 26,860 5,455 5,441 
American, Newark. ... .. 1,625,718 — 1,145,547 779,320 433,958 255,289 262,930 8,535 4,454 
‘American Alliance, N. Y.. : 2,371 1,537 31,542 15,118 ane reise 3,335 966 
American Automobile, St. Louis. 5,122,858 2,303,279 se a ae Pali 
American Central, St. Louis. . 821,042 354,354 221,20: 94,551 821 
American & Foreign, N. Y...... 10,708 9,558 ees 179 
American Eagle Fire, N. Y..... 262,945 111,871 221,749 106,575 65,044 42,775 4,574 6,550 
American Equitable, et 1 467 6,850 420 ee ven 13,411 5,166 
American General, Chicago. . enero ee 1,368 198 a eee : 
American National, Columbus 35,101 8,649 6,123 5,240 = 321 18 
American Union, N. Y......... atv satwics 3,776 189 15 155 10 
Assurance, _ BOE vas cscn's 201,859 77,844 4,506 144 caeauce pee cue Siang 
Atwood, N. 10,499 2,447 684 Sie we eee Siders 20 as 
Automobile, Sea *4,290,892 1,300,354 332,230 162,289 616,348 530,866 97,672 45,172 
Baltimore American, Baltimore. 9,072 1,083 295 1,000 425 ereptans en 
Bankers & Merchants, Jackson.. 30,650 11,109 21,775 12,121 178 78 
Bankers & Shippers, N. Y.... . 1,238,243 520,663 39,518 39,338 152 cos 5,932 3,919 
Boston, Boston Beanentcais 939,642 376,170 166,091 48,814 1,421 83 8,578 4,467 
Buffalo, Buffalo ; ; ee ee 44,813 10,539 puaes 
Caledonian-Americaa Hartford. eee. eee 5,434 1,693 16 93 
California, San Franciseo. . 161,156 56,761 34,442 10,477 3,008 529 
Camden, Camden 347,653 126,115 269,115 67,557 66,716 33,139 6,480 5,362 
Capital Fire, N. H Saeed —408 2,151 1,017 eno : 554 607 
Central Fire, Baltimore ae Beh ie 11,392 3.473 6,234 
Central Mfrs. Mut., Van W 381,030 82,608 7,832 ; 
Central States Fire, Wichita... a 142 Sos 44 
Chicago F. & M., “hicago.... 248,172 117,307 46,642 13,320 14,890 34,170 
: Citizens, St. Louis Rene Bey 23,630 11, 688 1,710 974 
City of New York 575,264 275,655 58,396 10,392 10,863 8,285 
City of Pa. 4,348 1,430 6,054 2,401 sated epee 404 251 
Columbia, Jersey fi ty 101,590 39,777 22,769 8,837 19,251 9,652 5,585 1,306 
Columbia, Dayton. 515 225 4,309 228 eee - 
Columbian Nat'l, emg Mich h. 458 *319 32,317 9,959 1,211 709 
Commerce, Glens Falls, N ; 103,620 20,625 13,519 4,424 eoene cae 1, 326 74 
Commercial Union, N. “a 237,365 94,341 49,253 49,583 703 978 2,844 384 
Commonwealth, N. 472,349 183,23 3 81,458 15,644 11,311 7,801 21,563 6,855 
Concordia, Milwaukee. . ioe oeee —200 133,335 49,708 <2 ace 1,261 2,371 
Connecticut, Hartford 378,974 168,872 554,113 392,639 267,641 203,072 14,392 6,756 
Continental, N. Y. 1,314,727 561,668 = 1,097,018 577,358 325,221 213,875 22,866 32,751 
County, Philadel a 26,075 vv10,776 14,277 vv2,820 : 130 14 
Delaware, N. ares en ets g 7 3,508 ; 
Detroit F. & M., Detroit..... 4,768 756 367 
Detroit Nat'l Fire, Detroit.... . Aer enusere 639 ie Se 328 242 
Dixie Fire, Greensboro Meets 135,146 47,136 2,177 5,486 1,096 242 te 
Dubuque F. & M., Dubuque, Ia. ssansiots Baca eee 24,431 pals Sues sae Gar 
Eagle Fire, N. Y niet feee 25,685 7,239 48 572 184 
East & West, New Haven eee Sesee 10,010 ee eee —209 
Employers Fire, Boston 453,044 184,222 1,535 1,960 2,398 2,047 
Equitable, Charleston 71 571 681 seen eee 498 5 
Equitable F. . +e Providence 8,064 2,439 12,727 16 5,869 3 
Eureka-Sec. F. & M., Cincinnati. 125,866 41,835 2,271 . 235 123 
Farmers, York...... 71 571 879 612 606 
Farmers, Iowa. . 15,888 9,265 55,710 Eee Sasaten 346 589 
Federal, ‘Jersey City.. 1,313,645 516,520 24,199 107,251 81,475 3,510 2017 
Fidelity, Sumter. . ee soni: PG! 39° 6,109 eer re 383 
Fidelity-Phenix. N. See ee 1,051,781 449,796 875,739 522.051 260,177 171,100 18,297 26,201 
Fidelity Union, Dailas. . 303,410 78,470 15,105 1,944 501 : ee 
Fire Association, Philadelphia. 366,520 218,060 192,383 82,893 4,146 1,729 
Firemans Fund, San Francisco. 3,629,121 1,693,108 408,500 167,207 An: : 10,096 5,419 
Firemens, Newark. . sche 560,160 256,858 235,378 101,412 236,171 268,313 3,143 474 
Franklin, Philadelphia. .. Bas 862,896 413,881 106,777 33,092 Priee. ee 21,186 8,953 
Gen. Ins. Co. of America, Seattle 249,732 66,643 s Sees : 
George Washington, Greensboro bese. ibis bcecteeus 4,051 62 5s nae 
Georgia Home, Columbus..... . 4,253 89 16 37 
Girard F. & M., Philadelpbia. ey ere 69,286 28,196 ee : 693 169 
Glens Falls, Glens Falls 924,581 452,070 194,818 52,814 112,433 47,160 12,640 7,074 
Globe, Pittsburgh....... ere se ee 9,447 2,615 tang ee ; 
Globe & Rutgers, N. Y po *1,998,301 1,110,601 249,344 173,154 335,928 258,907 22,318 12,526 
Granite State, Portsmouti.. 2,907 2,848 17,959 034 ish Petia 342 242 
Great American, N. Y...... .. 28,055 606,256 588,176 357,120 542,013 + ~—« 327,001 25,768 8,522 
Great Lakes, Chicago...... 19,337 479 12,522 2,615 meee aerate 
Great Western, Chicago 85,502 21,307 acs 
Greensboro Fire, Greensboro. ay 3,236 62 
Hamilton, N. Y.. pease 103,855 36,237 13,665 3,271 974 
Hampton Rds. F. & M., Norfolk 369 84 4,800 3,490 1,133 4166 
ST. he eee 611,245 244,584 195,071 65,189 439 ae 
Hartford, Hartford *3,805,448 1,272,123 2,300,572 879,958 2,432,259 1,760,863 155,629 108,139 
Henry Clay, Lexington ee eAeae & 94,320 49,331 28,087 16,221 os ae 
Home F. & M., San Francisco. . duction 722 39,646 17,189 eee Beta taice 1,361 1,407 
Home, New York. : : 4,151,834 2,075,137 1,888,071 1,157, ‘O11 1,698,667 1,242,070 166,104 95,502 
Home Fire, Ark 122,314 27,829 70,786 28,262 peer S na ea Nid a 
Hudson, N. Y..... 1,136 67,396 14,643 44,435 42,478 251 120 
Illinois Fire, Chicago... .. . ay ae ene 12,586 2,031 aa hae eee eles : 
Imperial Assurance, N. Y 91,530 40,079 8,074 10,33 19,251 9,653 5,111 2,877 
importers & Exporters, N. : a 599,662 219,053 54,599 15,459 Pisa Sores 1,397 927 
y, St. Lonis a 693,324 292,294 ye “ 
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Yachts as a Source of Marine Insurance 
Premiums 


By Martin Hiccrns, 


Manager, Ocean Marine Department, Auto- 
mobile Insurance Company 
(From the Aetna-iser for May, 1925) 


ITH the approach of spring, many 

motor-boat and yacht owners are 

busily engaged in having their vessels 
refitted, scraped and painted, or otherwise get- 
ting them in ship-shape condition for summer 
cruises. Now is the time to approach these 
owners and tell them of all the advantages of 
a yacht or motor-boat policy. 

Such a policy is usually written for a period 
of one year and covers the vessel insured 
whether navigating or laid up. The form of 
contract depends upon the value of the boat 
insured and the rate is based on value, age, 
condition, construction, cruising limits and lay- 
up period, so that a vessel valued at $5000, with 
privilege of cruising between Eastport, Me. 
and Norfolk, Va., and warranted laid up and 
out of commission six months, would be rated 
differently from a $10,000 boat with the same 
cruising limits and lay-up period. 

It is impossible for us to indicate in an 
article of this nature fixed rates at which all 
classes of boats can be written, since there is 
so great a variation in values, cruising limits 
and lay-up periods, that rates vary from 3 per 
cent to 10 per cent, depending upon ai! of the 
above factors. 

Companies are not interested under any cir- 
cumstances in covering moter-boats valued at 
less than $2500. On boats valued at. this 
amount, and not exceeding $10,000, the policy 
covers against loss, or damage, caused by perils 
of the seas and waters, assailing thieves (but 
against theft only of the entire yacht), fires, 
collision, jettisons, salvage and general aver- 
age charges and all other similar marine perils. 
It is understood, however, that the policy does 
not cover “wear and tear,” or minor damage, 
less than the amount of franchise stated in the 
policy. This sum is usually 1 per cent of the 
value of the vessel with a minimum of $25 and 
maximum of $100. In case of damage, if the 
amount of the “franchise.” or “average,” as it 
is generally called, is attained, the claim is paid 

full with no deductions, but, if the damage 
does not amount to the required average, no 
claim is paid. It is obvious that this clause is 
used to eliminate the annoyance and expense 
incident to small claims. 

Besides covering the yacht itself, the policy 
also covers its proportion of any boat used as 
a tender except for loss, or damage, while the 
tender is in tow. Furniture, equipment and 
tackle, the property of the yacht insured, are 
also covered against the risk of “fire only” 
while siored on shore separately. The amount 
of this insurance, however, is limited to 10 per 
cent of the value of the yacht, except in un- 
The amount covered on 
shore, of course, proportionately reduces the 
insurance on the yacht. Besides covering 
actual damage to the insured yacht, the policy 
also protects the owner against legal liability 


usual circumstances. 
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or goods and 


more than the 


for injury to another vessel, 
effects thereon. but for nut 
value of the yacht insured. 
To cover liability for loss of life, or per- 
sonal injury, it is necessary for a yacht owner 
to carry protection and indemnity insurance. A 


rider covering this can be attached to a yacht 


policy in consideration of an additional pre- 
mium. Loss of, or damage to, hull and 
machinery is covered even if resulting Rida 


negligence of the master, mariners, engineers 
or pilots, or through explosions, bursting of 
boilers, breakage of shafts, or latent defect 
in hull and machinery, provided such loss or 
damage has not resulted from want of due 
diligence on the part of the owner of the yacht. 
The policy, however, is free from any claim 
for the part in which the latent defect existed. 
The policy provides that the yacht will be 
laid up and out of commission between Novem- 
her t and April 15, but if the yacht is to be 
in commission during the whole, or any part, 
of this period, the policy may be endorsed 
consideration of an additional rate to cover 
such extended navigating period. Cruising 
limits are prescribed to confine the yacht to 
stated waters such as “Eastport, Me., to Nor- 
folk, Va..” or “Great Lakes and _ tributaries 
thereof including the St. Lawrence river and 
tributaries not Quebec,” or whatever 
other limits are required. 

On yachts valued excess of $10,000, the 
besides covering as per the foregoing, 


below 


policy, 
is extended by the inclusion of a somewhat 
broader collision clause and also provides for 
return of a stipulated percentage of the 
premium for consecutive fifteen-davs’ 
period that the yacht may be laid up in port, 
or in dock, during the navigating period stated 
in the policy. 

The usual exclusions of war risk 
riots and civil commotions are of course made 
a condition of each policy. 


annual 
each 


and strikes, 


The Auto Folder Letterhead 
An innovation in advertising automobile in- 
devised by the American Insurance 
of Newark, and which is being used 
hy that company’s agents, combines some excel- 
lent features. For one thing, the advertise- 
ment cannot be discarded. Of course, 
long been customary for agents, when sending 
out letters or policies, to include some kind of 
an advertising insert, in order to take proper 
advantage of the opportunity thus afforded to 
reach the client or prospect. This plan is good, 


surance, 
Company, 


it has 


but there is hound to be a certain amount of 
waste effort in this direction. In 
even the most attractively prepared folder firids 
its way into the waste basket without being 
and there are frequently circumstances 
which render the recipient of advertising mat- 
ter at least temporarily unreceptive. It may 
even happen that there is neglect in the agent's 
home office, and 
inserts are not carried out. 

The American, however, 


some cases, 


read, 


instructions about enclosing 


has worked out a 


plan for doing away with all these bad fea- 
tures. 


The agent writes his letter on the ad- 
(Concluded on next page) 
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Motor VEHICLE ToRNADO Haln SPRINKLER LEAKAGE 
COMPANY _ : : ———— 
American Stock Companies Premiums Losses Premiums Losses Premiums Losses Premiums Losses 
- nee 4 . $ $ $ $ 3 
Independence Fire, Philadelphia 89,852 39,402 2,002 ‘ B. anaes wanaee ae Seta 
Industrial, Akron, ete Ot eer 11,735 4 Serdar’ nadia rer eevee 
Insur. Co. of N. A., Philadelphia 2,299,727 870,923 768,733 447,942 336,286 389,447 61,239 45,138 
Insur. Co. of State of Pa.. 220,400 85,050 49,564 26,202 aaeews euveas “ms “a 
Inter-State Fire, Mich......... 74 88 836 811 in 3.165 
Knickerbocker, New York..... 1 —151 4,757 200 i . 
La Salle Fire, New Orleans..... ip aeteans eet! —667 266 3 ob . 3 568 
Lincoln Fire, N. Y.. 13,577 10,585 28,901 10,987 _2'310 3036 
Lumbermen’ o Mutual “Mansfield 100,876 16,397 29.033 3,377 aan ' 
Manhattan F. & N 13,784 1,056 909 ee 7 wag aes 
Marquette National, Chicago... 85,502 Pree. 35,919 6,028 1,045 “110 
Massachusetts F’. & M., Boston 80 —?,180 4,450 191 actandera ‘338 
Mechanics, Philadelphia. ..... . shake 47,043 11,327 suman aaaaes 639 343 
Mech. & Traders, New Orleans. 133,747 67,474 46,334 22,762 2,890 2,045 1 795 8.67 
Mercantile, N. Y.............. 695,431 271,491 87,098 23,634 15,051 34,178 1 bo po 
Merchants Fire, Denver... ... . ee 11,225 3,668 ante coe wars 9.051 1 525 
Merchants Fire, N. Y.. 243,216 84.208 42.595 15,307, 120,374 70,966 1790 "652 
Merchants, Providence. . Perens. op 13.117 1,036 ae wenden 1,75 
Metropolitan-Hibernia, Chicago ere tee 9,213 1,998 aaa aa 
Michigan F. & M., Detroit. . RO: ered 39,311 6,993 ‘ 
Michigan Millers Mut., Lansing 2,024 172 21,233 4,017 213 be 79 
Millers Mutual, Alton........ se a 19,714 12,052 80 
Millers National, Chicago... .. 137,994 54,698 40.617 18,368 erty 7,663 "4,174 
Milwaukee Mech., Milwaukee.. 411,349 123,124 206,287 66,040 wenaas Saeens A ’ 
Mississippi Fire, Jackson. . . clears é 41,171 32,587 seca weeead das saeteate 
National inna, Omaha.. 53,504 21,828 43.734 25,075 40,768 34,593 soe 
Nat’l-Ben Franklin, Pittsbureb. 121,039 53,087 75,887 11,565 Senate aes _ il wees 
National, Hartford... 3,407,343 1,552.334 1,077,661 653,265 125,584 131,201 = oe 
Naticnal Liberty, N. Y....... 551,822 215,937 291,209 74,895 annne ceeeee ds 99 
National Reserve, Dubuque, Ia. eases EPA ee 21,276 3,993 wines as ah 
Tati g 337 aaa 
National Security, Omaha. ... . 27,911 12,094 32,056 9,776 rer i as 
National Union, Pittsburg... 2.571113 1,005,828 221,298 153,085 935,958 207,826 a — 
Newark, Newark. ..... 509,646 195,465 64,159 26,860 aunties wenane 404 5 
New Brunswick, N. Brunswick... : 1,721 20,264 5,110 eats 6/320 4,606 
New Hampshire, a 167,728 097,062 97,505 129,804 sees 4254 "988 
New. ser rai : 306,431 138,090 33,337 24,237 169 eae. mos 9 
New Yerk State Fire, N. Y.. 66 4,482 wae woe oes eo 
Niagara, N. Y. 77,667 393,339 267,973 111,240 255,380 135,752 10,690 — 
No. Carolina Home, Raleigh.. 120 : 4,352 143 Seater APR 16 “it 
Northern, N. Y. = 34,991 3,985 35,958 5,440 . 
North River, N. Y.. 1,493,968 668,756 214,491 100,354 75,606 85,664 13.008 i 
Northw’st F. & M., Minnp'ls.. . Bae 43,121 21,510 ve teres 1'550 ‘394 
Northwestern Nat'l, Milwaukee 370,532 198,345 229,930 92,548 eer ae 1,494 341 
Ohio Farmers, Le Roy... .. 173,775 51,069 114,099 104,580 3,996 9 450 7,69 
Old Colony, Boston. . 321,948 125,524 44,434 8,876 246 aaate 2, asd 
Old Dominion Fire, Roanoke. 41,339 5,315 Rene aoa arya sauee a 
Orient. Hartford ios 382,343 139,050 114,121 50,314 6,670 20,994 on Her 
Pacific Fire, N. Y.. SS et 877,617 395,811 39,804 33,311 394 en ; eaenes 
Pacific States, Portland....... . 275,273 99,616 114 aha "503 139 
Palmetto, Sumter............ 7,504 1,984 19,302 8,761 
. 692 2,382 
Patriotic, N. Y 257,503 96,949 20,270 6,044 pases cneee 205 
Pennsylvania, Philadelphia. . 690,295 310,397 160,782 85,041 14,587 8,042 26,531 —_ 
Peoples Fire, Prelena 22,009 8,430 ois oa FN en te coeee ae 
Peoples National, Phila elphia. 9,¢ 128: wane 935 
Philadelphia F. & M., Phila... . 86,957 29,067 31.720 12,870 7.359 1 
Phoenix, Hartford. ........... 709,141 253,744 495,976 272,423 213,532 204,763 pee “ 
Pilot Fire, Greensboro......... 4.178 107 ans 15.166 ee ee 
Potomac. Washington... .. 359,862 144.831 13,208 1,064 32,926 15, 040 2,063 
Presidential F. & M., Chicago... 10,860 670 5,556 Rare taceas ae ’ 
Providence-Wash., Providence.. 510,530 995,503 114,528 27,731 239,029 182,653 5,742 2,571 
9 
Queen, N. Y ... 1,406,906 590,669 ©=—--258,248 92,447 om a 
Reliable Fire, Davton.. - 83 1,112 459 1496 77 
Reliance, Philadelphia... 157,959 80,495 25,527 2,411 its , ak 
Republic of Texas............ ea a eas 60,253 8,477 tees “ 
ROMGDNG: BAG 5c 00 co va cewres 23 peer 27,844 2,824 309 
Retailers, Oklahoma City.. Sabian seis 13,280 2,406 sce 18 4B 
Rhode ee Providenee. . ree 2 72,874 23,184 th ies: 
Richmond, N ee 35,601 2,863 38,105 10,081 16 pees 
Safeguard, |. (9 ene 70,767 26,812 19,100 9,861 346 537 
Savannah, Savannah.......... wucaer Pie he. 1,207 2,372 ‘ 
Semurity, COMM «cs <.-s<-00:0030. 322,819 125,505 206,587 149,406 341,206 200,600 5,079 5,080 
Securitv, Iowa. . . 48 72,655 28,117 wiaicets sade ‘oe "989 
South Carolina, Columbia... 407 409 5,456 1,019 mieees a Las 864 
Southern Home, Charleston... 3,947 1,815 13,588 4,228 ak awe coe 43°617 27,840 
Springfield F. & M., Springfield. 1,072,516 417,427 652.674 312,613 313,611 378,541 3, Zt, 
St. Paul F. & M., St. Paul... 1,729,863 704,124 652.396 586,627 617,965 433,636 — 19,508 
Standard, N caeees : : 17,452 3,097 gdeisers aes oo 
Standard, Conn.. senses! ee 25,038 9,227 1,384 = 
i oS A nee 20,596 768 5,548 492 5,698 . bo 
Sian Bees. crac sewoncone 158,965 93,383 80,107 28,898 6,474 3y 
7 51.6 ‘ 7 2,639 
Sterling, Indianapolis. . = 1,433 762 51,649 29,788 2,223 1,798 6,028 
Stuyvesant, ep Roce a arvinnsdve 237,216 78,115 28,543 4,198 eseees acacwan 7,318 saoane 
Superior, Pittsburgh. ; 20,977 124 58,707 10,077 aes 
Twin City, Minneapolis. ... . 152,773 54,049 25,608 33,026 ee ae 
United American, Pittsburgh... Pee ee 5,961 257 
United Firemens, Philadelpbia.. 249,397 134,883 17,565 4,482 caus Sieeae 6,096 . 963 
v nites States Fire, N. > fe ° 1,255,171 493,802 510,216 284,057 172,372 201,553 33,220 30,804 
U.S. Merch. & Shippers, N. Y.. 584,420 287,297 30,831 3,110 jarers aes = a 
Utah Home, Salt Lake City.. we 2,638 1,050 529 = 
Victory, Philadelphia......... 79,172 37,985 29,084 3,212 239 324 
Virginia F. & M., omenanien eaters cane 10,344 1,526 ehide pee caer 
Vulcan, N.Y... puis 1,087 224 tists saasoe fardanier’ ase 644 me 
Westchester, N. he 325,309 136,102 461,407 187,983 278,777 197,003 24,784 16,243 
Wheelie. Wheeling. A oe ae eae 3,029 632 LoS tie: : pore 
World F. & M., Hartford. . 33,000 6,232 12,285 203 2,188 168 “441 1 
Totals, American Direct a : Z r 
Writing Cos _... 73,088,497 30,793,644 23,199,098 11,168,867 11,232,280 8,883,877 238,422 787,477 
, (Concluded on next page) 
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Premiums and Losses in 1924 in Important Lines 
(Concluded from previous page) 


greatest returns 


through 


these 


Thursday 


letterheads 


come from using them in regular corrspond. 














Motor VEHICLE ToRNADO Haw SdrinKLeR LEAKGEA 
COMPANY x i 
American Stock Companies Premiums Losses Premiums Losses Premiums Losses Premiums Losses 
: $ 3 $ $ $ $ 3 3 
American Reinsurance Cos. 
American Fire, N. Y....... . 7,671 5,504 21,574 9,944 3,704 5,951 3,473 3,162 
Eagle Fire, N.J............ 1,186 992 13,233 12,251 Peeps Seats 3,136 1,830 
Fire Reassurance, N.Y 36,340 34,295 49,576 13,538 232,115 87,315 3,908 2,124 
First Reinsurance, Hartford, 3,540 4,542 7,719 4,714 sboa tates Pe 628 931 
International, N. Y..... 19,178 10,240 109,410 26,923 22,282 20,675 16,704 2,456 
Inter-Ocean Rein., Cedar Rapids 9,253 480 78,655 23,674 385 39 706 1,252 
New England, Pittsfield F : 234 7,004 3,772 ree re 994 531 
Prud. Ins. of Gt. Britain, N. x. 12,088 5,931 13,861 6,143 5,916 4,797 4,044 2,750 
Rossia, Hartford. . 51,245 30,505 160,139 45,954 15,724 36,443 21,342 15,798 
Union Reserve, N. Y.. 8,514 6,042 25,096 9,576 eben oes 3,278 4,615 
Totals, anne ne a 
ance Cos.. , 149,382 98,765 486,267 156,489 280,126 155,220 58,208 35,449 
Direct Writing Foreign Cos 
Atlas Assurance, London... ... . 361,351 253,398 102,957 45,708 3,067 7,629 3,045 
British America, Toronto 142,491 40,992 59,802 5,414 Peocieve 7,835 1,987 
British General, Lcndon 201,826 87,713 4,506 575 nent ee 
Caledonian, Edinburgh 1,034,424 478,921 37,666 13,764 Beers es 1,136 1,169 
Century, Edinburgh... .. .. 201,843 87,964 4,505 138 sede Rae ene Rie 
Commercial Union, London... *774,565 + 378,202 «© 262,818 155,295 11,613 10,361 18,339 6,622 
Eagle, Star & Brit. Doms., Lon.. 565,868 295,690 36,326 17,380 pee By ete 3,559 3,341 
Law Union & Rock, London... . 83,416 31,731 28,638 4,716 opieais Rae 1,171 133 
Liver’ & Lon. & Globe, London. 1,005,081 436,947 417,560 258,035 44,373 36,473 24,032 14,850 
London & Lancashire, London. 555,750 224,631 106,858 25,962 See eee 2,392 1,259 
London & Scottish Ass.. London 51,086 20,411 13,571 990 585 167 
London Assurance, London. .. . 587,108 284,403 62,657 16,295 2,746 5,003 
Netherlands, The Hague 3,129 21 18,796 4,597 eae sate eee 
New Zealand, Auckland . ES —223 8,716 1,860 Saar 2,568 396 
North Brit. & Merc. 736,116 318,598 231,782 122,018 25,652 14,610 75,423 67,184 
Northern Assurance, London.. 447,098 179,173 166,848 118,364 eee ee 14,608 4,303 
Norwich Union, Norwich.. 395,100 202,214 108,241 62,049 1,075 ee 5,135 —583 
Palatine, Palatine. . : 315,947 117,106 95,468 95,004 5,883 4,585 9,973 4,115 
Phoenix Assurance, London... 574,664 196,632 99,884 38,494 SSacen adeaws 18,866 10,630 
Royal, Liverpool ~~ 2,294,974 884,177 616,173 403,420 36,592 12,362 
Royal Exchange, London... ... 178,362 91,434 16,965 953 16 3,293 8,025 
Scottish Un. & Nat’ 1, Edinburgh 308,615 98,576 33,123 1,594 er 4,170 2,145 
State, Liverpool. . 50,768 27,129 28,359 7,252 3 17 1,767 621 
Sun, London. . ae 654,229 279,016 110,511 40,574 oe 4,753 2,262 
Svea F. &L., Gothenburg. . 804 : eens wtos Wats : 
Tokio M. & F., Tokio......... 111,746 20,651 20,771 2,803 Sy aes eeaees 6,602 588 
Union, London... ............ 231,861 102,618 49,285 14,527 163 216 8,015 2,368 
Union, Canton. . 2,337,641 1,861,018 41,589 32,794 a Pea 2,424 1,345 
Urbaine, eee - 85,076 28,780 40,313 14,224 17,255 43,080 8,924 7,619 
Western Assurance, Toronto. 143,091 59,141 107,786 10,948 oi pes 10,751 536 
Yorkshire, York 518,935 231,089 24,840 5,068 1,686 23 
Totals, Direet Writing For- 
eign (es 14,952,965 7,318,153 3,072,997 1,668,356 108,597 112,425 284,974 161,516 
Foreign Reinsurance Cos 
Baltica, Copenhagen 657 659 27,409 17,462 ary 3,566 1,627 
Christiania General, Christiania ashe 28,889 14/573 Se scts eet 4,356 3,274 
Cons. Assurance, London 11,459 3,188 19,577 2,288 7,436 648 11,530 8,220 
Jupiter General, Bombay 9,352 1,057 20,156 631 3,367 2,347 5,059 801 
La Cubana Na., Havana : 852 2,483 318 rata ane 48 Pre 19 
Metropolitan Nat’l., Havana.. 946 101 13,38 1,434 183 295 664 39 
New India, Bombay ; 7,185 4,344 24,767 5,857 5,916 5,038 7,330 2,909 
Nippon, Tokic.. .. . 5,461 4,037 —4,638 3,488 ie Weed —173 1,030 
Northern, Moscow... : —124 See —2,502 5 —l11 — 1,559 19 
Norwegian Atlas, Christiania... batese 254 aa ne eee Ses 
Osaka M. & F., Osaka. 3,893 2,330 3,516 5,916 5,038 3,196 2,163 
Prudentia Re.- & C oins., Zurich 47,471 19,713 18,508 : nears 18,017 5,230 
Reinsurance Co., Salamandra : 59,345 26,268 23,769 14,533 39,207 5,328 1,555 
Second Russian, Petrograd 11,474 4,551 2,477 765 2,060 78 81 
Skandia, Stockholm anos caer 9,874 - 4,165 1,683 
Skandinavia, Copenhagen 1,039 460 33,623 1,812 2,377 11,582 594 3,829 
Swiss Reinsurance, Zurich. 57,222 30,488 51,50: 15,303 rane ape 15,644 5,37¢ 
Union & Phenix Bspanol, Madrid 71,406 32,822 34,731 12,199 14,820 46,232 4,186 4,482 
Warsaw, Warsaw 306 304 1,450 393 Beh Fal ui dates 311 155 
World Auxiliary, London 5 492 8,795 2,957 3,743 443 
Totals, Foreign Reins. Cos 287,087 131,920 436,140 136, 5,864 55,302 112, 495 86,741 43,382 
Grand Totals, American & 
_ Foreig mn Cos 88.477,931 38,342,482 27,194,502 13,130,576 11,676,305 9,264,017 1,668,345 1,027,824 
nel ude saircraft. ¢ Business reinsured in Hartford F ire Ins Co. vrInch ides adjustm ent expenses. 
Auto Folder Letterhead “ghee yw away letters, the automobile insurance 


(Concluded 
vertising folder 
erly done to be etfective, 


involves combining 
an advertising folder. 
When the agent 
Jones 
he uses one of 


sult that Jones must learn of the necessity for 
If some other customer 


automobile insurance. 


asks for a rate on his plant, it is quoted to him 
on this special letterhead, 
a car, 


in a letter 


he undoubtedy owns 





from previous page) 


agent's 


has occasion 
about the expiration of his fire policies, 
these letterheads, 














and 








Naturally it has to be prop- 
so that the plan now 


with the re 


and 
does riot 





message will live indefinitely. 





This letter-folder embodies a dignified and 


automobile insurance. 


i) 


natural appeal with no sacrifice of utility, and 


letterhead with does not bear any company advertising. The 
carbon copy sheet slips in between the pages. 
o write John By adopting this plan the agent has his own 


letter head and gets the advantage of the ad- 
vertising on every letter, which is almost cer- 
tain to result in writing increased amounts of 
The American’s agents 
have the opportunity of obtaining these let- 
terheads through the company at special prices, 
so that the advantage is a double one. 


The 


ence, but for its agents who may wish to Use 
them for direct solicitation purposes, the com- 
pany has prepared a letter which the agent may 
have typed in his office or multigraphed. 





Frost and Freeze Insurance in 1924 


Net 

Name and Location of Company Premiums yo 
American Fire, N. Y.......... $4,783 
Camden Fire, Camden, N. J... 0188 Beas 
Commonwealth, N. Y........ Re ee 
Fire Reassurance, N. Y....... SAG. a 
Ins. Co. of N. A., Philadelphia 101,348 54,978 
Inter-ocean Reins., Ced. Rapids 7,476 9,989 
Mercantile, New York........ 569 sie 
No. Brit. & Merc., London... . 909 os 
Pacific Fire NV .s see <e.t 5,635 ""190 
Pennsylvania Fire, Phila...... 1,710 
Providence Washington, Prov. 1oo7 | 
Union Reserve, N. Y......... 2,460 ible 

MMSE ie fais eter vois des ra lesxets $159, 306 $64,380 

MANNS RAIN a5 ce Sxyin taal ets Go % : 


Tourist Baggage Insurance in 1924 


Net Si 
Name and Location of Company Premiums — 
Cent. Fed. Fire, Davenport, Ia. $85 $9 
Commerce, Glens Falls, N. Y.. 505 52 
Magi Pires Nie css. occ- ec see sss ae 825 i4 
Eagle Star & Brit Doms., Lon.. 227 
Glens Falls, Glens Falls, 'N. Y.. 9,364 3.513 
National L iberty, eae 3,356 675 
Norwich Un. Fire, Norwich. ... 7,562 1 504 
ene ke he, eS ere 20,037 11,933 
Urbaine Fire, Paris. 2.66.6 sc 471 127 
LUN EAN eae a $42,432 $17,827 
| pence 2.1 a a GA 41 % ; 


Golfers’ Outfit Insurance in 1924 





Net Losses 
Name and Location of Compa ] i 
Eagle Fire, N. Y... . ste _— aa wi 
Norwich Un. Fire Norwich 3,790 (i "439 
POM ar cere cee $3,855 ‘ 
MMO Die... ..... ...eoksss. erey q = 








“Superior Service Satisfies” 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 


Incorporated 1871 


4. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


.. $ 1,000,000 


Surplus to Policy 
Holders....... 


ASGOES 2 os. estes 


1,752,290 
4,543,938 
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VALUABLE GUIDE TO THE INSURED 





Policyholders for 57 Years Have Been Using The Fire Insurance Pocket 
Index in Increasing Ratio to Population Annuaily 





A SAMPLE LIST OF DIRECT SUBSCRIBERS 





Companies Have the Opportunity to Co-operate with Publishers in More Widely Dis- 
tributing the Annual Fire Charts Into the Hands of the Insured—Leaders of 
the Business Have Long Maintained That the Public Must Be 
Educated as to the Narrow Margin of Profit in Fire 
Insurance—Fire Charts Show the Facts 


Below are presented some sample names se- 
lected at random from’ many hundred single 
or quantity order subscriptions to the Fire In- 
surance Pocket Index, made by the business 
public annually, and directly paid for by such 
subscribers. 

The complete list would fill several pages 
of THE SpecTATOR. Names presented herewith 
indicate the comprehensive circulation of The 
Fire Index among fire insurance policyholders. 

In addition, many of the fire insurance com- 
nanies, general agents and more prominent 
insurance brokers, widely and wisely distribute 
the Chart so as to reach thousands of their 
Other conservative compa- 
an alleged economical stand- 


customers. more 
nies which, from 
point, do not want two or three excess copies 
of the Chart to fall into the hands of one 
agent, unfortunately overlook the desirability 
of advertising the fire insurance business, them- 
selves and their agents, by thus reaching the 
public direct. 

If all the companies can be persuaded to 
act in concert to assist in general public dis- 
tribution, the publishers will be able to circu- 
late hundreds of thousands of copies of the 
Fire Chart annually, into the hands of the 
public, every prominent policyholder of which 
is anxious to receive and refer, as occasion of- 
fers, to the contents thereof. 

As legitimate and experienced 
The Spectator Company has unexcelled facili- 
ties to produce, sell and distribute insurance 
publications and literature. 

In sending out the Fire Charts annually, 
company managers will act wisely in instruct- 
ing their publicity departments to place these 
publications liberally in the hands of their 
agents and see that all extra copies are handed 
to deserving customers, thus putting the in- 
sured under obligation to the agent. 

If a company does not, in its judgment, sup- 
ply more Charts than will put one copy in the 
hands of each agent, a circular letter from the 
publicity department of that company, when 
the Charts are mailed, can practically and 
effectually suggest that duplicate copies sent 
by other companies he distributed to good 
customers, with a certainty of appreciation of 
the courtesy performed by the agent. 

It is generally admitted in the insurance 
world that the fire insurance companies would 
like to hoost the interests of fire insurance by 
putting desirable advertising material into the 
hands of the public generally. The companies 
and their publicity departments can co-operate 


publishers, 


with the publishers of the fire insurance charts 
in attaining that important object. 

The wide public demand for The Fire Insur- 
ance Pocket Index is shown in the following 
sample list of cash subscribers, embracing rail- 
road companies, national banks, savings banks, 
trust building 
bankers and stock brokers, manufacturers, con- 
tractors, lawyers, merchants, mortgage compa- 
general 


companies, loan associations, 


nies, auditors, investment companies, 
publishers, public officials, credit rating insti- 
tutions and other individuals and_ business 
houses: 

SomE Business Houses Wuicu ORpDER 

Tue Fire Inpex 

\lpha Portland Cement Co., Easton, Pa. 

American Lead Pencil Company, New York 
City. 

I. Atkins & Co., Bankers, New York City. 

Automatic Sprinkler Company of America, 
New York City. 


Baker & Taylor, Publishers. New York 
City. 

Guy B. Barham Company, Los Angeles, Cal. 

H. H. Barnum, Binghamton, N. Y. 


Batavian National Bank, LaCrosse, Wisc. 
Board of Commissioners of the Port of New 
Orleans, New Orleans, La. 
Boston Packing Company. Portland, Ore. 
Bowker & Houseworth Company, Philadel- 
phia, Pa. 
Boyveau & Chevillet, Paris, France. 
Bradford Oil Refining Company, Bradford, 
Pa. 
Brearley 
City. 
Brentano’s, Publisher, Chicago, TIl. 
Brentano, Inc., Publishers New York City. 
Calvert Mortgage Company, Baltimore, Md. 
Cambridge Trust Puilding, Chester, Pa. 
Cameragraph Company, Kansas City, Mo. 
Cedar Falls National Bank, Cedar Falls, Ta. 
Chester Real Estate Company, Chester, Pa. 
Chicago Evening Post, Chicago, Tl. 
Collateral Credit Corporation, New 
City. 
Commerce and Finance, Jersey City N. J. 
Connecticut State Library, Hartford, Conn. 
I’. Conradi, London, England. 
Continental Mortgage Company, 
Ta. 
Corn Exchange Bank, Philadelphia, Pa. 


New York 


Organization, 


Service 


York 


Sioux City, 


County National Bank, Clearfield, Pa. 

Crowley the Magazine Man, New York 
City. 

Daido International Bookstore, Tokyo, 


Japan. 
Dime Savings Bank of Brooklyn. 
Dixie Business Bookshop, New York City. 
The Downtown Inst., Inc.. New York City. 
Eastern Manufacturing Company, Boston, 
Mass. 
Federal Trust Company, Kansas City, Mo. 
F. F. Fife Paper Company, St. Louis. Mo. 
Finance Company of America, Baltimore, 
Md. 


Company, St. 


Fruin Colnon Contracting 
Louis, Mo. 

Clinton Gilbert, New York City. 

G. G. Goble, Chicago, Il. 

Griffith Piano Company, Newark, N. J. 

Wm. Gustavson, New York City. 

Halls Audit and Inspection Company, Mo- 
bile, Ala. 

Home Building and Loan Association, As- 
bury Park, N. J. 

Hushaphone Corporation, New York City. 

International Acceptance Bank, New York 
City. 

Jackson Fertilizer Company, Jackson, Miss. 

Kalamazoo Loose Leaf Binder Company, 
New York City. 

Keystone Realty and Insurance Company, 
Philadelphia, Pa. 

Lamont Corliss & Co., New York City. 


Lawyers Mortgage Company, New York 
City. 

Lehigh Valley Finance Corporation, Allen- 
town, Pa. 


Lemcke & Beuchner, New York City. 

A. Leopold, care of Gilbert & Elliot, New 
York City. 

Lewis & Co., Investment Brokers, Hartford. 
Conn. 

Librarv Bureau, New York City. 

Long Island Finance Corporation, Jamaica, 
Lak. 

Madison & Kedzie State Bank, Chicago, III. 

Magazine of Wall Street, New York City. 

May & Co., New York City. 

Metropolitan Motors Company, Cleveland, O. 

Pennsylvania Railroad, Philadelphia, Pa. 

The Birkett Mill, Penn Yan, N. Y. 

Minnesota Loan and Trust Company, Min- 
neapolis, Minn. 

Mortgage and 
Orleans, La. 

Peoples National Bank, Leesburg, Va. 

Philippine Education Company, Inc., Philip- 
pine Tslands. 

H. G. Placer, Assistant Cashier, Seaboard 
National Bank, New York City. 

Price Waterhouse & Co., New York City. 

Retail Credit Company, Atlanta, Ga. 

J. B. Rice Seed Company, Cambridge, N. Y. 

J. K. Rice, Jr., & Co., New York City. 

Rio Grande Lumber and Fuel Company, EI 
Paso, Texas. 

Sanborn Map Company, Chicago, Til. 


Securities Company, New 


W. S. Schermerhorn, Publisher, Philadel- 
phia, Pa. 

Simmons Boardman Publishing Company, 
New York City. 

N. C. Smith, Wausau, Wisc. 

Stewart Title Guaranty Company, Dallas, 


Tex. 


Syracuse Chilled Plow Company, Inc., Syra- 


cuse, N. ¥ 


The Tabulating Machine Company, New 
York City. 

Thomson & Fenn Company, 

Underwriting Management 
Newark, N. J. 

Union Trust Company, Cleveland, O. 

Wood, Struthers & Co.. New York City. 

Warren Guaranteed Mortgage Company. 
Warren, O. 


Hartford, Conn. 


Corporation, 


National Board Will Not Publish Charts 
The following letter written by W. FE. Mal- 
lalieu, general manager, in reply to a letter 
from THe Spectator asking if the National 
Board of Fire Underwriters will enter the 
publishing field to issue fire charts annually, is 
self-explanatory : 
Mr. Arthur L. J. Smith. President, 
The Spectator Company. 


Dear Mr. SMITH: 
We have yours of the 24th instant. The 
matter to which you refer was brought to our 
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VER $100,000,000 has been paid in claims by the Maryland 





Casualty 
aibinas Sprinkler Leakage Company since its organization in 1898. : 
Health ne a These figures give an impressive idea of the scope of the Company’s 

g operations during its 27 years of existence. They are an effective comment 
Liability Plate Glass on the Company’s ability and willingness to pay claims. The total re- 
J sources of the Company are over $33,000,000. 
Automobile Boiler ay : : : : 
i The record of satisfaction to policyholders and the strong financial 
Elevator Engine position of the Company give abundant assurance of future service. 
Coal Mine Fly- Wheel M l d C it c 
Workmen’s Compensation Burglary ary an asua 7 o pany 
: p : BALTIMORE 
Electrical Machinery Check Alteration and Forgery 
ASOD 
Fidelity Bonds Surety Bonds / 
CASUALTY é SURETY 
INSURANCE \ BONDS 


























UNITED STATES 
BRANCH 


C. M. BERGER 
Manager 





LONDON 
GUARANTEE & ACCIDENT CO., LTD. 


HEAD OFFICE—NEW YORK 





EASTERN DEPARTMENT 
90 Maiden Lane—NEW YORK 
E. W. Lang, Resident Mgr. 


Super-Service insurance in the following lines 


Accident, Automobile, Liability, Automobile Property Damage, Automobile Collision, Bank Burglary 
and Robbery, Credit, Contractor’s Contingent Liability, Disability, Electrical Machinery Breakage, 
Elevator Liability, Elevator Property Damage, Employer’s Liability, Engine Breakage, Fly Wheel 
Breakage, General Liability, Golf and Game, Group Accident and Health, Health, Highway Robbery, 
Landlord’s Liability, Mercantile Open Stock Burglary, Mercantile Safe Burglary, Messenger Robbery, 
Office Robbery (Hold-up), Owners’ Liability, Owners’ Construction Liability, Paymaster Robbery, 
Personal Holdup, Plate Glass, Public Liability, Residence Burglary, Larceny and Theft, Salary, Store 
Robbery (Hold-up), Safe Burglary, Steam Boiler, Teams Liability, Teams Property Damage, Tenants’ 
Liability, Theatre Liability, Theft, Vessel Liability, Workmen’s Compensation, Workmen’s Collective 
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wntion through the Insurance Advertising 
atten ci and when it was considered by 
pongo ittee on Public Relations at its meet- 
= pongene® the suggestion was adopted 
communicate with the publishers of 
the different charts and inquire whether the 

blication of these books represented a mone- 
: , Joss; and if there was a desire on the part 
7 publishers, either individually | or as a 
croup, to discontinue such publication, then 
our Committee would be in a position to make 
a recommendation to the National Board in the 
en letter indicates that The _ Spectator 
Company has no thought of discontinuing the 
publication of the Fire Insurance Pocket In- 
dex, and you have really answered the prin- 
cipal question which the | communication 
from the Insurance Advertising Conterence 
ee ae certain that the National Board 
of Fire Underwriters will not undertake the 
publication of 


ing last 
that we 


of this statistical data so long as 
publishers like The Spectator Company issue 
them in a form of value to the companies and 
at a price that is reasonable. 
With kind personal regards, I am 
Very truly yours, 
W. E. MALvatieu, 
General Manager, National Board of 
Fire Underwriters. 
New York, April 27, 1925. 


Personal Effects Insurance 
(Concluded from page 4) 


ing employees, boarders and guests against the 
risks of fire and lightning, perils of navigation 
and transportation, while in transit in the cus- 
tody of any railroad, express, transfer, trans- 
portation, steamship or steamboat company as 
well as the risks of standing, sinking, burn- 
ing or collision of a yacht on which the assured 
may be a guest at the time of such accident. 
This policy further provides against loss by 
theft of entire trunks, valises or other ship- 
ping packages with their contents, while the 
property is in the custody of any common car- 
rier in transit and also if stolen from rooms 
occupied by the assured or when checked in 
any hotel or boarding house with the pro- 
vision that the local police authorities must be 
immediately notified upon discovery of such 
loss. 

The second form known as the personal 
effects floater, which we shall designate as 
form B, is arranged on a far broader basis, 
covering all of the perils specified in policy 
form A and in addition against the risks of 
cyclone, tornado, flood (meaning the rising of 
navigable waters), theft, pilferage and lar- 
ceny provided that the latter perils shall not 
occur due to the negligence or carelessness of 
the assured and also provided that immediate 
notice is given to the local police authorities 
upon discovery of the loss. 

With respect to theft, pilferage and lar- 
ceny of furs, musical and scientific instru- 
ments, plate and plated ware, jewelry, clocks, 
watches and similar valuables, the policy pro- 
Vides for specified percentages to apply on 
such valuables beginning with 25 per cent of 


the amount of the policy if 


2 written for 
$1000, or less 


, and extending upward to 75 per 
cent of the amount of the policy, if written for 
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It is a liberal allowance. 


‘TFL 


more than $10,000. 

The third form: is almost identical in cov- 
erage as is form B. This form we shall desig- 
nate as personal possessions policy known as 
form C. This policy provides all of the perils 
granted under policy B with the exception 
that theft, pilferage and larceny, non-delivery 
or mis-delivery of jewelry, precious stones, 
furs, musical and scientific instruments, plate 
and plated ware, clocks, watches and similar 
valuables are not covered. 

All three forms of policies may be arranged 
to cover within and/or in transit in any coun- 
try in the world excluding Russia. 
with the class of cover desired and territorial 
radius used by the assured. 

It is, therefore, obvious that these forms 


Rates vary 


have been arranged to meet the most exacting 
demands of the public. 
all three forms of cover are decidedly low in 
comparison with the broad protection granted 
To go into the details of the advan- 
tages derived from these policies would require 
In the fore- 
going article, we have touched only upon the 


The rates charged for 


by them. 
an extremely lengthy description. 


most salient features of the covers. 

In the final analysis, the insurance profession 
as a whole has considered this class of insur- 
ance entirely as a “side line” and for this rea- 
son proper attention has not been given to 
these important covers. Insurance in its many 
phases has never produced more interesting 
and valuable forms of protection than those 
granted by the policies discussed in this article. 
Agents should realize the opportunities for 
development of this class of insurance through- 
out every section of the country and make it 
a point to secure complete information for their 
cuidance. 

We live in a very progressive age and in 
this respect the active solicitation of personal 
effects insurance should be given as much at- 
tention in the way of development as the many 
other forms of insurance have been given, if 
not more so. 

To the many agents who are familiar with 
these forms it is not amiss to suggest the adop- 
tion of an extensive selling campaign to secure 
a good volume of new and desirable business. 
To the novice in this field, it is of paramount 
importance that immediate measures be taken 
to develop this class of insurance. 


More Cars Uninsured To-day Than Five 
Years Ago 


(Concluded from page 5) 


against a small premium, that he will not have 
a loss. In other words, he is risking $7525, 
more or less, and all he can possibly win dur- 
ing the year is the $80, which he would have 
to pay for a policy. (It is understood, of 
course, that the sum of $2500 in the table above 
is merely an average of what it would cost if 
someone were killed by the car. The loss 
might be only $750 or it might be as high as 
$10,000. Similarly each of those other sums 
represents an average, but the averages are 
reasonable. ) 
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The right-hand figures in the above table are 
approximate premium charges for a medium- 
priced car in a medium-priced city. It will be 
noticed that the first three bets total $20, which 
is the public liability 5/10 premium. The next 
two bets total $10, which is the property dam- 
age premium. The next two bets total $35, 
which is the collision premium for $50 de- 
ductible coverage, and the last two bets are 
the fire and theft premiums. 

The same principle can be applied to insur- 
ance on any car and in any territory. 

There are any number of automobile own- 
ers, not one of whom would draw $500 out of 
the bank and bet it against your $2 that his 
car would not do serious damage to someone’s 
property during the next year, and yet that 
same man does not realize that that is exactly 
what he is doing to-day when he fails to in- 
sure. 

Better THAN Locks 

People spend large sums of money for locks 
to their front door, back door, cellar, and 
windows, in addition to locking some of the 
inside cabinets or drawers. Even with all 
these locks and a watchdog or two, insurance 
is needed to protect against theft. A man 
who buys an automobile insurance policy pays 
only a small annual premium, but he receives 
absolute protection up to the limit of his pol- 
icy, whether it be $10,000 or $100,000. 

Furthermore it is rather a rare occurrence 
that a man’s house should be robbed. More 
than likely he will go fifty years without a 
robbery. But an automobile accident, fire or 
theft, is not at all rare. In fact, a man can 
hardly expect to go five or ten years in any 
medium-sized city without having some kind 
of an accident or loss to his car. 

It seems therefore that a man ought to pur- 
chase insurance on his automobile even in 
preference to purchasing a lock for his front 
door. 





Rain Insurance in 1924 


; : Net Losses 

Name and Location of Company Premiums Paid 

American Fire, N. Y.......... $1,635 $1,344 
American, Newark........... 4,893 1,934 
Bostost, Mostotin. «.<.<6cccccess 5,368 2,972 
Camden Fire, Camden, N. J... 24,493 8,234 
Commonwealth, N. Y........ 35,477 25,125 
Consolidated Assur., London... 4205 —s aces 
Dixie Fire, Greensboro........ 15,390 10,945 
Eagle, Star & Brit. Doms., Lon. 230,581 146,437 
Hartford Fire, Hartford....... 970,369 896,290 
Mercantile, N. Y... ......... 26,424 10,201 
No. Brit. & Merc., London ... 55,921 37,127 


Nosth River, No Y 2026 cede 5,651 1,307 





Pennsylvania Fire, Phila...... 68,233 48,856 

Rossia Ins. Co. of Am., Hart... 10,001 2,407 

Springfield F. & M., Springfield 19,877 9,333 

United States Fire, N. Y...... 19,093 5,124 

World F. & M., Hartford..... 2,819 100 

TN OMMEN 4:3: in care Kaersars be sees $1,500,441 $1,207,736 
RAMEE RMON i 6 6 soo catinnenncedat 80.51% 


Parcel Post Insurance in 1924 





\ : Net Losses 
Name and Location of Company Premiums Paid 
Camden Fire, Camden, N. J... $2,485 $291 
National Liberty, N. Y....... 4,930 2,161 
North River, N.Y ..c<écccces 1,571 76 
United States Fire, N. Y...... 2,665 1,332 

RGM cavens riches $11,651 $3,860 
8 Oe mmr. 5 Oi 


Registered Mail Insurance in 1924 


. : Net Losses 
Name and Location of Company Premiums Paid 
Glens Falls, Glens Falls, N. Y. $25,296 $11,155 

BOON CM oe ccccncnaesarsas -- 44.09% 
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‘““STRONG AS THE STRONGEST’? 


THE NORTHERN 


ASSURANCE COMPANY 
Established LIMITED OF LONDON Entered U. S. 


1836 1854 
A Company whose honorable dealings and sound financial stength 
recommend it to discerning agents and discriminating insurers. 


Assets, $9,023,213.63. Liabilities, $6,569,052.26. 


Surplus in U. S., $2,454,161.37 


EXECUTIVE OFFICE AND AGENCY DEPARTMENTS 
LocaAL DEPARTMENT Northern Assurance Building 
55 John Street, New York 135 William Street, New York 
ital ats l 
A. G. MARTIN, Manager. J. V. LANE, Ass’t Mgr. C. W. COOPER, Ass’t Mgr. J. D. ERSKINE, Gen’l Agen 


Wim. H. McGe e& Co., Inc., Marine Underwriters, U.S. A., 15 William Street, New York 

















THE HERBERICH-HALL-HARTER CO. 
AKRON, OHIO 3-17-25 


FROM W. S, ¥. Mc¥ean 

To The Americen Insurance Company 
“. ° “ 

SUBJECT: american Service 


4mericam Service,including the accompanying letter head advertising 
automobile protection,has been received cn3 we feel that this is one 
of the finest things that the Americen hes ever nut out. We rould like 
to have you place our order for 2,000 of these and want them sent to us 
as promptly as possible. I am enclosing 4 scmple of our letter head which 
we would like to have imprinted on this folder. If these ro nell we will 
no doubt have a reorder -nd I can see no reacon why this would not be a 
great proposition to obtain automobile business, 
The Anerican Insurance Company certainly takes care of its azents and gives 
them every advantage of the good things which they themselves find out, 
na 


an 


we want you to know that this is one agency that certainly 


a 


Kck:0 Maneser Liability Devertment 


‘ppreciates your co-operation, 
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Develop All Lines 
(Concluded from page 13) 

his full duty unless his task is as nearly ai 
hundred per cent complete as it is humanly 
possible to make it. My house might be the 
most beautiful and substantial in the town, 
but without doors and windows it could not 
be occupied—it would not serve the purpose 
for which it was planned. It is a self-evident 
fact that the agent or solicitor must finish 
his job with each prospect before he can con- 
sider his task complete. He must not only 
build a permanent foundation, but he must 
complete his superstructure by providing 
everything called for by the plans, the doors 
and windows included. Otnerwise his struc- 
ture will not serve its purpose. 


Fatits SuHort OF OBJECTIVE 

It is clear, then, that the surety or casualty 
man or woman who is content to sell to each 
prospect some forms of protection and not 
all classes of coverage which the individual 
prospect should have for the complete safe- 
cuarding of all his interests has fallen short 
of the objective. Should he thus fail, he or 
she will not only neglect personal opportuni- 
ties, but will fail to render such complete pro- 
tective service as the public has a right to ex- 
pect. 

It follows that the average agent or solicitor 
who specializes in a few lines the development 
of which pleases his persoral tastes or offers 
the least resistence, cannot reach the goal 
towards which every successful surety and cas- 
ualty man or woman should strive. 


CoMPLETE SERVICE NECESSARY 

I said in a previous article that a surety 
agent or solicitor must be an educator, a 
diagnostician and a prescriptionist; that it is 
necessary to create the relationship of coun- 
cillor with his or her clients, not being content 
to be nothing more than an order taker or 
even a salesman. 

When I call in a physician, I expect him 
to diagnose my case completely as well as 
accurately and to prescribe the remedies neces- 
sary for a cure. If he diagnoses my ailments 
but partially and I continue to suffer unneces- 
sarily as a consequence, I will not desire 
further professional advice from that doctor. 

If I consult an attorney who fails to acquaint 
himself with every phase of my case and ad- 
Vise me accordingly, his neglect resulting in 
financial loss to me, IT will have no further 
confidence in that lawyer. 

Should a client be only partly insured and 
suffer a loss because his forms of coverage 
do not provide protection against the kind of 
mishap which has occurred, the 
solicitor upon whom he depended for provid- 
ing all necessary safeguards will lose the con- 
idence and, in all probability, the future busi- 
Ness of this client. 


agent or 


This loss will heget other 
losses for the insurance man or woman be 
cause a dissatisfied client is always a heavy 
and costly liability. 

While, as stated at. the heginning of this 


article, bonding and casualty specialists are 
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necessary in home, branch and large agency 
offices, the successful producer in the average 
agency office is the man or woman who has a 
working knowledge of all lines and can so 
convincingly present the selling qualities of 
the lines he or she sells as to develop a gen- 
eral business which includes every essential 
form of coverage. The public has no faith in 
and does not care to deal with an ignorant or 
even a half or superficially informed salesman 
in any line of business. 


The Sale of Windstorm Insurance 
(Concluded from page 6) 
is now freely written whereas little, if any, 
could be placed prior to the happening of the 
disaster referred to. 

It is evident that the best market for the 
sale of windstorm insurance exists in sections 
where the disastrous effects of a cyclone or 
tornado have been witnessed but such things 
are soon forgotten by the individual and if the 
agent or solicitor wishes to develop a steady 
and permanent demand for such business he 
must not fail to use his influence with institu- 
tions which !end money on mortgages, such as 
banks, building and loan associations, mort- 
gage loan associations and individuals, in an 
effort to convince them that their interest re- 
quires tornado insurance in addition to fire in 
connection with every loan granted. This does 
not involve any improper action on the part 
of an agent. He has a good article for sale 
and it is his duty to make the fact known just 
as effectively as he can. There are several 
mortgage loan institutions which would have 
been grateful to any agent who had succeeded 
in convincing them of the necessity of tor- 
nado insurance to protect their investments at 
Lorain and it is not difficult to imagine the 
anxiety some of them felt when forced to face 
the disaster without insurance protection. The 
lesson which Lorain taught has resulted in 
practically all banks in that section of Ohio, 
including those in the city of Cleveland, re- 
quiring tornado insurance to protect every loan 
made and they would he clearly derelict in 
their duty to their stockholders and their de- 
positors if they placed their funds in jeopardy 
through not doing so. 

I-xperience clearly indicates that in all sec- 
tions where the makers of mortgage loans re- 
quire tornado insurance, this class of business 
is freely written and the agent’s battle in 
developing such business is won when he gains 
the recognition of its necessiyy and value from 
large financial institutions of the kind pre- 
viously referred to. 

When the client of an insurance agency sus- 
tains a serious loss from any cause, the agent 
cuts a sorry figure if the hazard responsible 
for it could have been overcome by insurance, 
but was not, due to any possible failure on his 
part to point out the necessity for such pro 
tection. Last vear several agents in the State 
of Tllinois who had been very active in selling 
placed in the 
embarrassing position of having hundreds of 
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windstorm insurance, were 





claims presented under windstorm policies as 
the result of damage caused by hail. Hail 
losses, however, are not insured under a tor- 
nado policy unless a rider is attached thereto 
and a small charge collected for the inclusion 
of the hazard. The agents in question had, as 
a rule, neglected to even call the attention of 
their assureds to the fact that their policy did 
not cover damage caused by hail, whether 
driven by the wind or not, or mention that 
this additional protection could be secured by 
the payment of a nominal additional premium. 
One agent, keenly feeling his neglect in this 
connection, paid numerous claims due to hail 
damage out of his own pocket. This agent 
continues as a successful salesman of tornado 
insurance and, like all other agents who shared 
his experience, places hail riders on nearly all 
policies written and experiences little difficulty 
in doing so. 


Every salesman has his own individual way 
of making an impression and only in a gen- 
eral way can some other person help him. 
There is certainly no easy road to success in 
the sale of any kind of insurance and all the 
rules in the world, however well they may he 
learned, will be of little help to the indolent 
or timid. Success in insurance comes only 
fron hard and intelligently directed effort and 
through the development of a reputation for 
honesty and square dealing which is beyond 
question. 

Just a word of advice—when a man seeks 
insurance it is wise to avoid argument as to 
the kind of insurance he should carry. Simply 
tell him it will cost so much money for pro- 
tection against fire, lightning, windstorm and 
tornado and usually these combined coverages 
will be sold for the amount wanted. 


Rain and Crop Insurance in 1924 


Net Losses 

Name and Location of Company Premiums Paid 
Automobile Hartford ........ $136,436 $70,261 
Iater-ocean Reins., Ced. Rapids 4,015 1,459 
WORM 5 osc ern case eaes $140,451 $71,720 

RGGS aSMlie 50 onde ueaeaesens 51.05% 
Flood Insurance in 1924 

Net Losses 

Name and Location of Company Premiums Paid 
American Fire, N. Y......... Sie) ae 
American & Foreign, N. Y.... | ee ree 
California, San Francisco...... Ai) re ee 
Commercial Union, N. Y...... ESGR* «© oaeeos 
Commercial Union, London... 14,917 4,007 
Fire Reassurance, N. Y....... 338 541 
Globe & Rutgers Fire, N. Y... 79,006 48,288 
Great American, N. Y........ tl: oor. 
Palatine, London............. 5,434 789 
Rossia Ins. Co. of Am., Hart... 384 541 
Unett, BOGGGis 5. oi os osc cies 1G  “Seeaed 
Union Reserve, N. Y......... re 
NN os oa bs ee ele RS $108,802 $54,166 


WM WEIN co cia acer as - 49.78% 


Water Damage Insurance in 1924 


Net Losses 

Name and Location of Company Premiums Paid 
American Fire, N. Y......... $1,007 $76 
Commonwealth, N. Y..... 2,969 637 
Waser ING © ccc css n esd: 5.976 480 
Merchants Fire, N. Y..... : 913 sh : 
No. Brit. & Merc., London. . 20,103 6,080 
Pennsylvania Fire, Phila... . 4,147 1,400 
Rossia Ins. Co. of Am., Hart... 1,511 111 
BC. | eA ee peer $36,626 $8,784 

Veet Cis oc escceddnsnensac 23.§ 
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and Accident lines. 


insured. 





CHICAGO 
INSURANCE EXCHANGE 
JACK WOODHEAD 












Casualty Reinsurance 


Automatic Treaties covering Compensation, Public Liability 


Liberal underwriting; rates built to assure a profit to the Re- 





E.G TRIMBLE, PRESIDENT. 
KANSAS CITY 
























LOS ANGELES 
719 DETWILER BUILDING 
LOUIS|de S. FULLER 


NEW YORK 
80 MAIDEN LANE 
EHMANN & COMPANY 












































Large enough to merit its national prestige 
and to effect natural economies of operation. 
Small enough, compact enough, so that 


the individual agent and the individual case 
are never lost sight of. 


Old enough to be rich in its depositories of 
experience and able to be guided by the past. 


Young enough to be fully abreast of the 
times in providing ultra-modern insurance 
protection. 


**A Policy You Can Sell’’ 













$5000 Any Natural Death 
$10000 Any Accidental Death 
$15000 Certain Acc. Deaths 
$50 Weekly Accident Benefits. 


UNITED LIFE 


AND ACCIDENT INSURANCE CO. 


Concord 


Especially good openings 
in various cities at : 
the present time. E 








New Hampshire 





Inquire! 
EUGENE E. REED, V.-Pres. in Charge of Production. 

































Writing Casualty Insurance 
Fidelity and Surety Bonds 


M4) ~ - 
INST|TYW\OX 





Home Office: DAVENPORT, IOWA 
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Accident and Sickness Insurance 
Group 
(Concluded from page 9) 
Weekly 
Weekly Wage sa a 
91,00 or less 
so. : pig ee ee ee 
$27.01 to $83.00 sennnnenesnerececsess 15 
KOL of MOLE: «2s seenese % 
Bie such a scale the amount of weekly 
ni 


‘.demnity for each employee is fixed by his 
e weekly wage as reported by the em- 
pa ag the insurance company and remains 
a stl a change of wage is reported. 

} (2) A weekly indemnity in an amount equal 

: stated percentage of the employee's aver- 
vl weekly wage but not exceeding a fixed 
yee amount earned weekly by the 
employee during the eight weeks . or — 
the period employed if less than eight wee s) 
immediately preceding the disability is taken 
as the weekly wage. 

No weekly indemnity in excess of two- 
thirds of an employee’s average weekly earn- 
ings iS granted, and for industrial risks the 
recommended limit is $18.00 per week. It has 
heen found by experience that the purpose of 
group accident and sickness insurance is de- 
feated if weekly indemnity 1s permitted 
‘; an amount which encourages and rewards 


malingering. 


PayroLL DEDUCTION PLAN 

Where the employer does not pay the entire 
cost of group accident and sickness insurance, 
he collects either all or part of it from the 
employees by deduction or through an organ- 
ization of employees. The payroll deduction 
plan has been found to be the most practical. 
Where the employee pays all or part of the 
cost, the employer should have for his own 
protection individual payroll deduction orders 
from all employees. Where the employer pays 
for the insurance and all employees or all 
of certain classes are insured, there is no 
medical examinaticn. All active employees 
are covered regardless of physical condition. 

Where only those employees are insured who 
apply for the protection and pay part or all 
of the cost, no medical examinations are re- 
quired of those entering the plan within thirty 
days from its announcement by the employer. 
Those workers who come in later are required 
to pass a medical examination at their own ex- 
pense. 

Group accident and sickness insurance on 
the employees of a large industrial plant bene- 
fits the entire community. It cannot do other- 
wise. The cause of non-payment of bills, 
withdrawal of saving accounts, calls on chari- 
table institutions, etc., in most cases can be 
identified with a sickness of the wage-earner. 

A study of two thousand recent cases of dis- 
ability for which over $100,000 was paid by 
the Travelers under group accident and sick- 
ness policies, disclosed that in 1887 cases, or 
over 94 per cent, there was no other benefit 
received by the worker or his family. 

That which distributes financial loss due to 
sickness equalizes the burden and relieves the 
individual of distress and misery, and inciden- 
tally contributes to sound, economic conditions. 
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SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Statement as of 
December 31, 1924 


(Condensed from Statement of 
U.S. Treas. Dept.) 


Admitted Assets...... $7,046,054 
2 eres 1,225,000 
ee 745,272 


Twelve Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents. 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate’ Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 
Credit Insurance 





Let the Southern Serve You 











JOHN F. NUBEL, President 
L. J. SMITH, Secretary-Treasurer 


The 


NUBEL AGENCY 


Inc. 
BROOKLYN, N. Y. 


Equipped to Write All Forms 
of Automobile Insurance 


Brooklyn Representatives of 
United States Guarantee Co. of 
New York 


Federal Insurance Co. of 
New Jersey 


189 MONTAGUE STREET 


Telephone: Triangle 1640 
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Canvassing for Accident and Health 
(Concluded from page 11) 


Some managers of insurance companies that 
write accident and health insurance believe that 
it is a mistake to call on a prospect more 
than twice. They are probatly right, because 
the time wasted in such efforts is usually 
fruitless in the end and might better have been 
spent in calling on new prospects who could 
be closed on the first or second call. By far 
the best method is to concentrate all your 
selling force at the very first encounter with 
your prospect. Do not crowd him beyond 
endurance, but quietly imbue him with your 
own conviction that the policy you are offer- 
ing is something that he should and must have. 
If you go at the interview in this way, you 
will hear the prospect say “yes” much oftener 
than you will hear him say “no” and your 
own income derived from commissions will 
increase accordingly. 





Insurance Stock Values 
(Concluded from page 10) 


added, to arrive at the liquidating value, be- 
cause the ratio of expenses has not only been 
incurred, but has been paid out of the com- 
pany’s funds and, in addition, the full amount 
of unearned premiums with no allowance for 
those expenses already paid has been put into 
the book liability called premium reserve. The 
application of this rule indicates an equity for 
fire insurance company stockholders in pre- 
mium reserves which averages about 33% per 
cent. 

Over and above liquidating value there is a 
still further real, but intangible and indeter- 
minable value which is represented by “sood- 
will.” In the case of a direct writing company, 
this consists largely of the loyalty of its agency 
staff and the reliance placed upon the company 
and its agents by the assured. The good-will 
of a reinsurance company is represented by the 
confidence which the ceding companies have in 
the ability of the reinsurer to protect them 
under a share in force and reflecting the mutual 
satisfaction and confidence in each other’s abil- 
ity to correctly carry out contracts. It is 
extremely difficult to set any value on a direct 
writing company’s agency plan or on any in-. 
surance company’s contract relations without 
an exhaustive study of the company’s connec- 
tions, which of course are never open to public 
review. 

The annual statements published by the fire 
insurance companies of their business during 
the year 1920 show in nearly every case a 
fairly substantial decrease in surplus, but a 
marked increase in premium reserve. With- 
out a knowledge of the principles of insurance 
stock values mentioned above, an_ investor 
might suppose that this was not a good show- 
ing. The contrary, however, is true, and such 
a showing is indicative only of a considerable 
increase in business. As a matter of fact, the 
volume of business written for 1923 exceeded 
all previous records.—Paine, Webber & Co.’s 

Insurance Stock Bulletin. 
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CASUALTY SURETY 





COMMERCIAL CASUALTY INSURANCE COMPANY 


NEWARH, N. J. 


ES ONS 2) re eee $1,500,000.00 
RAM ee Cent encore adiera te Seon biel 9,024,917.19 
Liabilities........ ete aden 6,124,917.19 


Surplus to Policyholders......... 2,900,000.00 


A Sound Company with Sufficient Experience to know the 
Needs of the Agent and to Co-operate with him. 


General and Regional Agencies are open in the following 
states: 


Delaware Missouri 
District of Columbia Nebraska 
Illinois New Hampshire 
Indiana Ohio 

Kansas Pennsylvania 
Massachusetts Vermont 
Michigan Virginia 


Wisconsin 











Stocks of 
Insurance | 
Companies 


As Investments 


@j Insurance Company shares are being sought 
in increasing volume by close students of 
investment values. They constitute one of the 
strongest forms of investment. Increasing net 
income and invested surplus of these old line 
institutions make the shares particularly safe 
and attractive. 


@ As specialists. in this type of security we 
shall be pleased to submit investment sugges- 
tions to those interested, together with com- 
plete information on. these issues. 


Please address Dept. “CR.” 


CLINTON GILBERT 


2 Wall Street New York 
Telephone Rector 4848 






































We Specialize In 


INSURANCE COMPANY 
STOCKS 


Our annual Insurance Stock 
Bulletin, 
will be sent upon request. 


recently printed, 


Paine, Webber & Company 


ESTABLISHED 1880 


The Rookery 
Chicago 


25 Broad St. 
New York 


82 Devonshire St. 
Boston 


36 PEARL ST. HARTFORD 


MEMBERS NEW YORK STOCK EXCHANGE 
MEMBERS HARTFORD STOCK EXCHANGE 





























AUTOMOBILE INSURANCE 


By AMBROSE RYDER 
A NEW, COMPLETE, STANDARD TREATISE 


Ideal for Agents, Brokers, Adjusters and Underwriters. 
A Handy Reference Book for all Fields of Automobile 
Insurance. 


Covering this unique and ideally ezranged book The Eastern 
Underwriter says it is ‘Written in his best and cleverest vein 
by one of the country’s leading experts on the subject.” 

This excellent reference and text-book has been written in 
non-technical language, to fill a long-felt need for some standard 
work on automobile insurance—a book that will be of use to 
the man in the field as well as the man in the office. This book 
will save endless correspondence between the agent and the 
home office on matters pertaining to special coverages, policy 
features, how to insure unusual risks, fleet rating, etc. 


DO YOU KNOW THAT 
THERE ARE MORE THAN 20 DIFFERENT KINDS OF 
AUTOMOBILE INSURANCE PROTECTION? 


These and many other matters are carefully explained in 


AUTOMOBILE INSURANCE 


A separate chapter is devoted to SALES METHODS in use 
by successful agents and brokers in various parts of the country. 

A prominent claims man has said: ‘I have read Automobile 
Insurance and it has given me a better understanding of some 
automobile insurance problems than I was able to gather 
during many years of practical claims experience.” 

It is an ideal book for young people in insurance offices, who 
are anxious to broaden their knowledge of automobile insurance. 


LEND THEM A HELPING HAND! 
Price per copy, $3.75 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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